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NEW HOME OF THE GREATEST ILLINOIS COMPANY 


Corner Lake Shore Drive and Scott Street 


Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


Admitted Assets, December 31, 1921 $19,413,846.72 
Payments to policyholders and beneficiaries since » organization 21,566,983.06 


FIVE YEARS RECORD 


Year Ending Dec. 31, 1916 Year Ending Dec. 31, 1921 INCREASE 


Interest Income..| $ 620,562.65  $ 991,613.43 | $ 371,050.78 
Premium Income . 2,419,486.91 3,818,060.43 1 ,398,573.52 
Admitted Assets. . 12,946, 337.03 19,413,846.72 | 6,467,509.69 
Insurance in Force 80,280,589.82 136,485,045.27 | 56,204,455.45 


ILLINOIS LIFE INSURANCE COMPANY 
CHICAGO 


James W. Stevens, President 


GREATEST ILLINOIS COMPANY 
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‘Cooperation Headquarters’’ 


Home Office Building of the Peoria Life. Owned by 
the Company, without lien or incumbrance of any 
kind. Built from its current receipts, without dis- 
turbing the farm mortgage investments which have 
earned the Peoria Life its reputation for: 


‘‘Policies Strong as Farm Mortgages Can Make Them!”’ 






































Our Big, Happy Family 


At conferences, agency meetings, out in the field— 
wherever Peoria Life men gather, you are struck by 
the feeling of good will and comradery among them. 


It is much more than the mere courtesy of acquain- 
tances and business associates. It is the spirit of a 
congenial group of capable fellows, doing a job 
they enjoy, under conditions that are pleasant, 
agreeable and satisfying. 


A Big, Happy Family of successful men who wel- 
come new members with a helping hand—that’s 
the Peoria Life Agency Force. 


Peoria Life Insurance Company 


Peoria, Illinois 


Good Contracts to Clean, Live Agents 
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WATCH TENDENCY TO 
LOAD UP ON INSURANCE 


Some Companies Find Increase in 
Mortality Through the 
Suicide Route 


NEED CAREFUL SCRUTINY 


Many Men Are Fortifying Themselves 
in Case They Find Stone Wall 
Confronting Them 


Many life 
been 


insurance companies have 


thinking seriously of the increas- 
suicide and 
that 


these accidents are deliberate 


ing mortality ratio due to 


accident They are confident 
many of 
suicides. In consequence the companies 
that feel that 


must be watched are more carefully 


this is a tendency that 


scanning the business that is being of- 
Due to the present business con- 


feel- 


fered. 


ditions there is danger of a man 


ing that in order to properly protect 
would be 


because of 


his depends nts, his estate 
worth with him dead 
the insurance he is carrying. 

Some companies say that 


more 


recently 





they have noticed farmers taking on 
large amounts of insurance, not with 
any feelit that suicide will be at- 
tempted, but believing that they should 





prepare for the worst if it comes. 
Some men who are in a business of 
more or less speculative type fortify 
themselves with increase in case they 
find themselves confronted with a stone 
wall. Men who are financially involved 
at present or who are undertaking 
big things and do not know how 

terminate deem it wise to 
guard themselves with sufficient 


some 
the Vv 
safe- 


insur- 


Prepare for Emergency 


claim men who have 
been studying the situation say that 
they do not believe that there are many 

] } 


Some of the 





persons who are deliberately planning 
suicide and taking life insurance to bol- 
ster up t 1 estate. They do feel, 


however, that men who are uncertain 
as to the future and feel that they may 


be caught in a jam and prepare for a 
possible emergency It is found that 


some men are applying for a consider- 
able amount of lite insurance who have 
only been carrying a small line. They 
have been going along for many years 
without increasing their insurance. 
Suddenly they make application for a 
rather large policy. Such cases are 
naturally suspicious. Farmers who 
become involved and gotten far 
ir depth become exceedingly 
If they have a consider- 
insurance, the sui- 
: 


st desirable way 


have 
beyond th 
discouraged 
able amount of lite 
cide route seems the m¢ 
out, 


Surprised at Revelations 


A life insurance official said this week, 
“We have been surprised at the revela- 
tions that have come to us on inspec- 
tion and on comparison of records of 
other companies regarding applicants. 
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REINSURANCE SCHEME 


POOLS ARE BEING ORGANIZED 


Some Groups Are Banding Together 
for the Exchange of Excess Life 
Insurance Business 


A new life insurance reinsurance pool 


has been .organized by seven com- 
panies that are members of the Ameri- 
can Life Convention It is known as 


the “Dr. Simmons Pool” because Dr 
E. G. Simmons, vice-president of the 
Pan American Life was largely instru- 
mental in its organization. It is stated 
that a second pool is now in process of 
which will center about 
Some of the small com 


to be anxious to estab- 


organization 
Kansas City 
panies are said 
lish this second pool. 

The “Dr. Simmons Pool” consists of 
the Pan-American Life, Southland Life 
of Dallas, Volunteer State Life of 
Chattanooga, Atlantic Life of Rich- 
d, Va., State Life of Indiana, Min 
nesota Mutual Life of St. Paul and 
Northwestern National Life of Minne- 
apolis. 

Some 


mot! 


years ago companies formed 
reinsurance pools for the exchange of 


business enabling the participating com- 


panies to write larger gross amounts 
The practice fell into disuse largel\ 

> . 
because of the varving opmions of 


medical directors I 
mons plan the 
ind hence the 


'nder the Dr. Sim 

reinsurance is automatic 
participating 

in such pool have no voice as to a risk 


companies 


that is offered. Whether the pool sys 
tem will work out satisfactorily at this 
time remains to be seen Among the 
wency companies writing fire and cas- 
uvalty insure ce the aut mate reinsurf 
nce arrangement has not proved 
satisfactory, although there is much 

given and taken by uch 


reinsurance rv suc 


companies It is, however, offered for 


cceptance or rejection 


Che 


applications on the 


f ( 
business to be eminently desir ‘ It 
seemed all right in every particular 
Then we would get reports from other 


companies and 
not 
from a 
find that 


find the risks decidedly 
from a medical stan 
11 


moral hazard stand- 


undesirabk 
point, but 
point. We 


some people who 
} 


are applying to us are able to pay the 
premium and seem to be in comfortable 
financial circumstances. We find, how 


success 


tak- 


their future financial 
They may be 
They mi 
about with = sate- 


ever, that 
is most uncertain 
ing a big chance. 
hedge themselves 
guards I think that life companies 
moral 


should w 
f days.’ 


11 


arefully these 


Peoria Life Men at Ypsilanti 


Michigan agents of the Peoria | 
held a state convention at Ypsilanti, 
Mich., last week. The meeting was edu- 
cational and inspirational in charact 
addresses be ing given by officers of 
the company H. E. Van de Walk 
State manager, presided \ feature was 


the discussion of the topic, “What Ar 
the Three Main Reasons Why the In- 
suring Public Buys Life Insurance To- 
day?” The chairman picked one of 
audience to lead in this discussion 





TO BACK LEGISLATION 


OPPOSED TO THE TWISTERS 


Superintendent Houston of Illinois 
to Cooperate With the Life 
Underwriters Association 


superintendent Houston of 





=< 

Illinois is taking an active interest in 
the subject of twisting life insurance 
policies. He states that he has had 
numerous complaints regarding the 
practice especially in Chicago where 
professional twisters are at work He 
says that the com] its are directed 
chiefly at one of the large eastern com 
panies which is charged with taking the 
business of twisters. Mr Houston 
says that the only thing that he can 
do is to use his influence and moral 
suasion in connection with trying to 
stop the practice as there is no law 
prohibiting it. 

Superintendent Houston ho e! 
says that he is in accord with the desire 
{ the life insurance men to rid the 
held of this evil He has told the life 
insurance organi tions it tne cal 
draft a bill that will do the work, he 
will see to it*that it is introduced 
the next legislature a 1 department 

sure He states that he is very 
much in sympathy with the life insur 

ce mie who desire to stamp out 
t S practic i 

Mr. Houston recently met with tl 
four standing committees « rance 
of the ( hicago Associat ( or 
merce he lite iInsuranc¢ me who 
have been conducting a very vigorous 
campaign against twistin ro t 1 

e s ect wit Mr. H 

) ey P ( } c \ ‘ 

| { yng re } he 

spice 2 ter 


PRELIMINARY TERM DEFEAT 


Massachusetts Measure Again Fails of 
Passage, Despite Support of Life 
Insurance Interests 


MASS... March . Not 


BOSTON, 








withstand a special legislative « 
1 i ive ; , ] 
it was supported the ex 
Massac etts com 
s ( i pr mit ! ) ‘ 
teate iga tl cal t vot 
; is teas <a = i r 
third read g \ ( t to 1 \ 
reconsideratiol! eel F 
The local b ' g tuat held 
somewhat responsibl r the 
the bill Some of tl ‘ 
terested t] ' lt ‘ 
< pat Ssituati ( tl 
that the n A 
1 the wi t the 
rt of | S 1 
‘ ‘ ; tc +1 [ ] 1 
American Institute Meeting 
rhe annual mecting of the At 
Institute of Actuaries will be held at 
Hotel | > | ( 
Che 1 ¢ t S 
] Chi > Py ¢ { ’ | 
Graham < tl s ct ite! | 
nouncement of the 1 
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QUESTIONS PLAN THAT 
MUTUAL BENEFIT USES 





Opinion from Attorney General of 
Massachusetts Attracts 
Much Attention 





DIVIDEND OPTION IS UP 





“Accelerative Endowments” Called Con- 
State Law—E. E. 


Rhodes Answers Criticism 


tary to 





MASS., March 28 Che 


iblication in the daily press the past 
the attorney gen- 
Ma achusetts declaring th 


Mutual Benefit Life of New Jersey was 


eck Of an opinion ol 


ng business unlawfully in Massa 


‘ setts d i ructing the commis- 
oner ot irance to prevent the con 
al from writing new business in th 
ite, created a mild sensation in insur 

circle Lhe Opinio! was the 


re inter ting trom the fact that by 


t tation of the law it wa 
that not only would the Mutual 
be t be afiected but similarly two or 
three other of the largest life companies 
of t ( t! which do business in 
M chusetts 
Opinion Issued, Then Withdrawn 


date of March 


Che opinion bore the 


is a given out b the «x 
sura < subject to la rr 
‘ Thursday, March 16 Line 
al insurance expert wl had 
ectl est 1 et t 
oO ‘ t e da pap . 
) ediately uy ‘ 
ad the 1 tance was ! s] 
() | nor t! < ol 
ce ‘ ced that I | ) 
be withdrawn by the tt 
( ( ir ¢ ral oO} ‘ \ 
pre t the nera ! it 
i te l ection 140 i 
I é brief “that the ! 
< cig I al Lite ) 
ill be scertaine l and d 1 ( 
d ot otherwise (1) | 
: sh, r (2) applied to 
ey ! = (3) to t pur ( 
up additions. or (4) be left to 
late to the credit of the policy 


Qhuestions Accelerative Endowment 


| poi ( the Mutual Be ft 
I ( ny,” said the a 
| ‘ on ce tal 
\ t ad a itl 
t ( I that mpat 
( t Cc ¢ owls { pl 
‘ t ‘ the nnual 
I t | dis 
’ ; ms in full i 
1 dis ! upp lic 
‘ IM , ‘ THI¢ 
t the endowment without 
g tl pre ] ll 
1 the er t pa the ! 
wl the policyholder shall 
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have attained a certain age, or at his 
previous death, instead of at death only, 
thus enabling the insured to procure an 
endowment policy at the rate originally 
charged for a policy payable at death 
only. As each dividend is ascertained 
and applied, the company issues a defi- 
nite agreement to pay the policy at a 
specified date. 

“It is obvious that the accelerative 
endowment plan does not fall within 
the paid-up addition plan or the accumu- 
lation option, so that the specific ques- 
tion to be decided is whether or not a 
foreign life company is limited in dis- 
tributing its surplus annually to the 
four options enumerated in the statute, 
or whether, having placed these option 
provisions in its policy, it may also add 
a fifth option.” 


Quotes “Deferred Dividend” Report 


[he opinion then goes on to quote a 
report on “deferred dividends” and ton- 
tine policies, made by a special commis- 
sion in 1906, as bearing on the case, and 
says: 

“The legislature not only prescribes 
that dividends shall be ‘ascertained and 
distributed annually and not otherwise,’ 
but also prescribes the manner in which 
the distribution shall be made. It may 
be that the words ‘and not otherwise’ re- 
fer, as a strict matter of grammar, to the 
word ‘annually,’ but, if the legislature 
had simply intended to require annual 
ascertainment and distribution, this sec- 
tion would, in my opinion, have ended 
with the word ‘otherwise.’ The fact that 
four methods of distribution are ex- 
pressly provided indicates that those 
methods are exclusive. If the company 
might add other options at its pleasure, 
it might revive the plan for tontine in- 
surance, with the single modification 
that the insured should annually have 
the option to decide whether that year’s 
dividend should be applied to the ton- 
tine plan. 


Question of Statutory Construction 


“It is said that the accelerative en 
dowment plan is favorable to the policy- 
holder. Upon that point I express no 
opinion. The precise question is 
whether the statute permits a foreign 
company to add options to those defined 
in section 140, or whether the company 
is confined to those options expressly 
described in that section. That is a 
pure question of statutory construction 
which cannot be affected by the nature 
of the option which the company seeks 
ot add. It is for the legislature alone 
to determine whether it will permit the 
accelerative endowment plan to be 
added to the options already provided 
by law, and to that body arguments as 
to the desirability of that plan must be 
addressed. 

“You requested that, in the event that 
my opinion should be that the accelera- 
tive endowment option was illegal, I 
should further advise you as to whether 
the provisions of section 140 would not 
require you to take measures to pre- 
vent the Mutual Benetit Life Insurange 
Company from doing new _ business 
within the Commonwealth. The answer 
to this inquiry is in the affirmative.’ 


EK. E. Rhodes’ Comment 


Vice-President E. E. Rhodes, of the 
Mutual Benefit Life, from the office of 
Floyd E. DeGroat, general agent of the 
company, issued the following state- 
ment in regard to the opinion: 

“The policy forms of the Mutual Ben- 
efit Life Insurance Company which the 
attorney general has held not to be au- 
thorized by statute have been filed with 
the insurance commissioner, as required 
by law, since 1907. They have been for- 
mally approved by him on three differ- 
ent occassions, the last approval being 
in 1921, 

“In 1909 a bill was introduced in the 
general court which would have prohib- 
ited the accelerated endowment plan of 
using dividends. That bill was acted 
upon adversely by the general court. 
In the fall of 1909 the company filed 
new policy forms with the insurance 
commissioner which contained the same 
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U. S. KEPT UP POLICIES 


AID GIVEN TO SERVICE MEN 





Government Lost $22,000 in Protecting 
Private Insurance, Veterans 
Bureau Shows. 


WASHINGTON, D. C., March 29.— 
The United States government lost 
$22,000 during the World War protect- 
ing civil insurance held by soldiers, 
sailors and marines, according to sta- 
tistics made public by Director Forbes 
of the U. S. Veterans Bureau. 

Under the provisions of the Soldiers 
and Sailors Civil Relief Act, passed 
passed March 8, 1918, persons serving 
in the army, navy or marine corps 
were granted the privilege of having 
the government protect their insurance 
then in force with private companies. 
The Veterans Bureau—then the War 
Risk Bureau—guaranteed to pay the 
premium on civil policies to those who 
made application for the benefits of the 
act should the applicant fail to make his 
payments. The total number of poli- 
cies protected under the act were 7,745 
with a face value of $12,526,956.29. 


Many Applications Not Allowed 


Over 2,702 applications for the bene- 
fits of the act were not allowed owing 
to the fact that the provisions of the 
insurance clause were not applicable to 
any policy on which premiums were due 
and unpaid for more than one year at 
the time when the application was 
made or in respect of any policy on 
which there was outstanding a policy 
loan or other indebtedness equal to or 
greater than 50 percent of the cash sur- 
render value of the policy 


Losses on Fraternal Policies 


Col, Forbes stated that the Bureau 
paid premiums on 475 policies which 
surrendered for their cash value be- 
cause of their respective holders, after 
having been given a year’s time in 
which to reimburse the bureau, failed 
to do so, and on which cash surrender 
values were insuflicient to cancel the 
government lien. Losses were heaviest 
in connection with policies issued by 
fraternals, due to lack of reserve value 

Protection extended from the date of 
passage ol the act, March 8 1918, or 
the date on which the application was 
made, until one year after the date of 
the insured’s discharge from. service, 
but in no case did the protection ex- 
tend beyond March 3, 1922. 


accelerative endowment provisions that 
had been ircorporated in the former 
policy forms 


Approved by Officials 


3efore approving the new forms the 
insurance ccmmissioenr conferred with 
the attorney general’s office and was 
advised that the forms might be ap 
proved. The attorney general in his 
recent ruling does not pass on th, 
merits of the company’s accelerative 
endowment plan. He simply holds that 
under the statute a company cannot 
grant to its policyholders any provis- 
ions, or render any service other than 
is stipulated in the insurance law. 
Other companies are affected by the 
ruling as well as the Mutual Benefit. 
“The Mutual Benefit has been doing 
business in Massachusetts for about 76 
vears. It has always complied, and 
always will comply. with the law, and 
in its policy contracts it has been gov- 
erned entirely by the action of success- 
ive insurance commissioners and a for- 
mer attorney general, all of whom have 
approved the company’s course. The 
accelerative endowment plan has been 
in use since 1875. It is highlv esteemed 


bv those policyholders who have taken 
advantage of it. and no policvholder has 
ever complained of the results accom- 
plished under 


” 
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NINETEEN HEIRS SHARE 
IN POLICY FOR $67 


Nineteen different heirs shared in 
division of a paid-up policy of $67 
in the estate of Jacob Kreitzer, an 
inmate of the old soldiers’ home at 
Quincy, Ill. The Connecticut Mu- 
tual Life had issued the policy and 
settlement of the estate represented 
expenditure on part of the company 
of a sum far greater than the policy 
itself in determining the policy- 
holder’s demise, locating his heirs 
and effecting an equitable distribu- 
tion. 

The policy was divided into nine 
shares of $7.44 each and one of 
these was to be distributed among 
seven members of a California fam- 
ily. Other heirs were five in Iowa 
cities, three in Oregon, 10 in Cali- 
fornia and one in Montana. 











HOME LIFE MEN’S MEETING 


George R. McLeran, General Agent of 
the Company at Chicago, Pre- 
siding Over Gathering 


The agents association of the Home 
Life is meeting this week in Atlantic 
City. George R. McLeran, general 
agent at Chicago is president of the 
organization and is in charge. More 
than 100 agents and honor men are 
present at the meeting. Mr. McLeran, 
in his address minimized the effect of 
influenza on mortality, stating that the 
record of the Home Life last year 
showed that only one person died of 
that disease in the year. 

In 1918 and 1919, Mr. McLeran de- 
clared, every insurance company in the 
country suffered severe losses through 
the big death toll from the influenza, 
uit the condition was completely 
changed around in 1921, In the years 
1918 and 1919, the number of deaths 
greatly exceeded the average for a year, 
but in 1921, they dropped to a figure 
much below the average, and influenza 
figured almost not at all as a cause 
ot death, the Home Company having 
only one such death 

People call every kind of an illness 
the “flue,” he declared, “but there is only 
one flu.’ and when there really is an 
epidemic the insurance companies feel 


the blow 


Three New Des Moines Buildings 


George B. Peak, president of the Cen- 
tral Life of Des Moines, states that he 
has let the contracts for the steel and 
elevators required in the building of 
the new Insurance Exchange building 
at the northeast corner of Fiith and 
Grand, Des Moines. It will be a 10- 
story concrete fireproof structure and 
work will start at once. The building 
will have floor space of 1,500,000 
square feet. It will cost around $650,000. 

In the meantime, work has begun on 
razing the block at Fifth and Grand on 
the opposite cerner from the Exchange 
for the new structure which is to suc- 
ceed the Wellington Hotel and be the 
home of the Bankers Life. Likewise, 
the Eauitable Life of Iowa is preparing 
to start its new structure at Sixth and 
Locust. 


To Open Life Insurance Course 


During the months of June and July 
the University of Oklahoma is to con- 
duct a summor school of life insurance 
salesmanship. Its program has been 
approved by the educational committee 
of the National Association of Life 
Underwriters and is sunported by the 
life men of Oklahoma. TJ. Elton Bragg, 
executive secretary of the Life Under- 
writers Association of New York. has 
been secured to give a course of in- 
struction upon the principles of life 
insurance, and may also lecture upon 
salesmanship as applied to life insur- 
ance. 





March 30, 1922 


MEET AT LOUISVILLE 


KENTUCKY CONGRESS OPENS 





Agents from Several Associations 


Gather Today for Sales Program 
With Harvey White Presiding 


LOUISVILLE, KY., March 28— 
Sales information and plans for in- 
creased co-operation between company 
representatives will be the key note of 
the Kentucky Sales Congress, to be held 
in the Seelbach auditorium March 30, 
More than a thousand Kentucky life in- 
surance men are expected to attend the 
meeting, which is being entertained by 
the Louisville Association of Life Un- 
derwriters. Most of the agents will be 
in Louisville for three days, as the 
day preceding and the day following the 
sales congress will be taken up by 
company sessions. 


Several Associations to Gather 


Harvey White, president of the 
Louisville Association of Life Under- 
writers, will deliver the welcoming ad- 
dress, to be answered by W. C. Wilson, 
Lexington, president of the Bluegrass 
association. W. E. Bilheimer, sales 
manager of the Franklin Life will act 
as chairman of the congress, and Dou- 
glas S. Webb, Equitable Life of New 
York, as songmaster. 

Among the speakers will be Tampton 
\ubuchon, president Industrial i 
erties Corporation; Frank T. McNally, 
of McNally & Briggs Minneapolis, 
general agents for the Massachusetts 
Mutual; Carl A. Secoy, assistant agency 
manager, Phoenix Mutual Life; James 
I’, Ramey, Kentucky insurance com- 
missioner; Henry J. Powell, manager 
of the Equitable Lite of New York, and 
H. L. (Gatling Gun) Fogleman, of the 
Sheldon School of Salesmanship, Chi- 
cago. 


SALES CONGRESS AT WICHITA 


Kansas Life Underwriters Will Hold 
Annual Session There Saturday, 
April 8 





he third annual sales congress of the 
liie underwriters of Kansas will be held 
in Wichita, Saturday, April 8, under the 
direction of all the life underwrite rs of 
that city, both those that are members 
of the local association and those that 
are not. At a meeting of the under- 
writers of the city recently the follow- 
ing were selected a general commit- 
tee in charge: 

Chairman, Oscar L. Hill; vice-chair- 
man, Frank B. Jacobshagen; secretary, 
Walter Crandall; treasurer, M. F. Mul- 


conery, 


Will Write Substandard 


The Atlantic Life is planning to be- 
gin writing substandard business on 
April 1. The business will be written 
through the regular agency organiza- 
tion. The company will not seek brok- 
erage business, Charles G. Taylor, Jr., 
vice president and actuary of the com- 
pany, said, but will be content to rely 
upon its agents to produce all the busi- 
ness desired. They will be allowed the 
reguiar commission schedule. As much 
as $50,000 will be taken on a single life. 


Great Northern Agency Meeting 


An agency meeting of the Great North- 
ern Life has been called for April 7 


at the Plankington Hotel in Milwaukee. 


Officials of the company have set that 
date in order that agents may take in 
the sales congress April & Agents of 
the Central Business Men's will hold 
their meeting jointly with the Great 
Northern Life meeting, making the first 
meeting to be held jointly by the two 
organizations in the state. 
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TERMINATIONS WERE 
UNUSUAL LAST YEAR 


Heavy Lapse Ratio Is Shown by 
Figures of the North Caro- 
lina Department 


BUSINESS BY COMPANIES 





Jefferson Standard Life Was the 1921 
Leader in the State in New 
Production 





he North Carolina department has 
gotten out a preliminary report showing 


statistics as to life insurance in the 
state last year. The largest new busi- 
ness in the state was written by the 


Jefferson Standard, it being $10,257,600. 
The 
The 


ordinary 


has in force $65,053,671. 
Life & Trust 


$2,666,160 


company 


Southern wrote in 


business and has 


$4,233,075. industrial it 


in force In 


wrote $5,583,320 and has in force $32,- 
733,093. 


Other leading companies in 
the f 
















































state are as follows: 
North Carolina Companies 
New Bus Ceased In force 
: : s 
Bu 1,553,550 1,010,900 
Bus 1.803.088 2,080,495 | 
Durham 117 02,115 | 
Durham L. (I.) 2,307,738 8,761,621 
Gate Cy. L. (1.) 1 558 863 | 
Imperial 2,463, 68¢ 928 | 
Jeffer. Stand... .10,257 11,366,612 65,053,671 | 
Lafayette Mut 97,045 $48,965 1,135,435 | 
N. C. Mut. (0.)1,116.125 2.7 069 402 0 
N. ¢ Mut, (I.).1 8,702 1,0 240 4,047,926 
Security L. & T.2,666,160 518 5 4,233,075 | 
Se lL, & T. (1.) 838,138 ¢ i7¢t 407,243 | 
s I & T (0.55.58 20 8.129. 966 7 13 
Union Mut. L, & | 
H. (O.) 1,275 1¢ 1 775 | 
Union Mut. L. & 
H. (1.) 875 2,237 5,8 5 | 
Totals 2,044,697 34,939,720 129,254,285 | 
Companies of Other States 
Aetna L. (O.)..3,215,191 2,679,105 15,362,218 
Aeina L, (Gr.) 732,706 1,160,183 1,870,229 | 
Amer, Cent 297,850 258,109 1,351,701 | 
Amer. Nat. (O.) 419,1¢ 494,088 1,546,920 
Amgr. Nat. (1.). 937,962 995,828 2,501,134 | 
Atlfhtic Life 27 ® 2,757,408 16,283,821 | 
Bankers Life 807,500 15 0 795,000 | 
Cloverleaf : 1,000 | 
Columbian Nat 651,3 7 s 4 l 6] 
Mutua 7 471 ‘ ; 9 | 
N. Y. (O.) 921 7 » 29,770 | 
(Gr.) 04,76 20 q2¢ S 
ral Life 20 ) 45 0 47,000 
lity Mut 580,679 409,490 4,180 4 
Washington. 173,835 176,205 1,139,959 | 
an Life..1,015,606 149,390 5,367 ae | 
Lifé 06,5 340,216 1,99 14 | 
Cas. (O.) 2 186,000 480,000 | 
Cas. (1.)3,862,489 619,414 2,74¢ 79 | 
Co. of | 
. ¢O.) 2,662,547 1,7 ) 13,455,128 
Ins. Co. of | 
i (Ind.) 4,465 2 176,03 8 | 
Lincoln Natl 519,600 4 100 76 
Manhattan Life if 61 0,585 1,396,318 
Maryland A 76,620 6,000 167,120 | 
Maryland 4 19 758,151 80 49 | 
‘ 608.146 ‘ g33 ] 
485,450 1, 8,450 | 
879 S44 - 
6.917 1,649,498 
398 422.7 | 
1,1 ; 7,124 | 
1 5 7 7 
1560.20 
4 88 41 | 
1,162,294 
S39. 265 
N 464,744 | 
N SUI, 00 6 } 
P: 018 5 | 
P 7,87 1 ,982 | 
Penn Mutual $77 2 867,967 13,990 5 | 
Pp . (Gr.) ; | 
P Oo.) 0,955 7.130.260 
I ! i 58 | 
P 0 48 i 
P 801,9 6,374 
Pp 539 0 1 g49 | 
R 860,134 4 485 | 
R 1,42 0 1,672,917 | 
Se 197.8 1,778,372 
Sor 4S,¢ 8,452 
Ss $00,749 | 
S38 637.250 
47.249 qQ 
60 0 2.497 80 
281,150 472,300 | 
780,171 9,667 | 
1,274,816 13,439 
871,027 3,817 i | 
1,441,097 ( 476 
9 666 72,429 » 467 39,104 


Terminations Were Heavy 


The North Carolina companies wrote 
in total new business $32,044,697 and 
have in force $129,254,285. Companies 


LIFE 
DETROIT GETS HEDGES 


SALES CONGRESS HEAD-LINER 


Excellent Program Announced by Local 
Association There for Session 
on April 10 


DETROIT, MICH., March 28.—The 
program for the one-day sales congress 
under the auspices of the Detroit Life 
Underwriters 
pleted. April 10 is 
meetings and banquet 
the Hotel Statler. 

Job E. Hedges, general counsel for 
the Association of Life Insurance Presi- 
dents, will be the principal guest and 
will deliver an address at the banquet 
in the evening Milton L. Woodward, 
first vice-president of iation 
and chairman of the entertainment com- 


the date and the 
will be held at 


the assoc 


mittee, was greatly pleased when he re- 
ceived Mr. Hedges’ acceptance He has 
been likened to Chauncey M. Depew as 
an after-dinner speaker and his ad- 
dresses are marked with witticisms and 
epigrams which make them remem- 
bered. 

The following program has been ar- 
ranged by the committee: 

Morning Session 

Chairman, John Morey, Phoenix Mu- 
tual Life. 

John L. Shuff, president National As- 
sociation of Life Underwriters. 

“Sales Demonstration of Policy Con- 
tract,” Charles D. Bair, general agent 
Prudential, 

“Service Rendered by the Monthly In- 
come Policy,” Flavel L. Wright, general 
agent Northwestern Mutual Life, Harris- 
burg, Pa 

“Unusual Sale of Life Insurance,” 
Prospect, Hal Repaid; salesman, William 
H. Repaid. Connecticut Mutual Life 

Afternoon Session 

W W Williamson general agent 
Phoenix Mutual in Chicago 

“Life Insurance for Small Corporations 
and Partnerships,’ A. H, Kollenberg, Mu- 
tual Benefit Life, Grand Rapids, Mich 

“The Opportunity and Responsibility 
of the Agent,” Frank H. Davis, vice- 
president Equitable Life of New York. 


Expect Large Attendance 


The officers of the Detroit association 
are J. Fred Lawton, president; Milton 
L. Woodward, first vice-president; | 
W. Weston, secretary 

Mr. Woodward stated that from pres- 
ent indications a large attendance could 


be expected at the congress and that 
large local insurance men were taking 
a deep interest in the event He esti- 


mates that at least 800 will visit Detroit 


from the state and also outside, and as 
to the banquet he says that it will be 
a record breaker 


Wilson Still Holds to Office 


Earl Wilson is still holding office as 
insurance commissioner of Colorado in 
spite of the fact that Judge Hersey de 


cided his case against him and ordered | 
him to vacate the office March 22 An 
appeal was taken to the state suprem« 

court, which issued a supersedeas, per 

mitting Mr. Wilson to retain office until 
the entire question is reviewed by that 

body It is probable a final decision 
will be handed down within the next 30 
days Jackson Cochran ts also holding 
office as commissioner and has signed 

all licenses for this year. 

. 

of other states show $89,338,667 new 

business -and have in force $467,539,104 

The termination of business in North 

Carolina last year was very heavy 

North Carolina companies terminated 

$34,939,721, which was more than they 

wrote in new business The outside 


companies terminated $72,429,329, which 


was about $17,000,000 less than they 
wrote in new business. The total prem 
iums in the state last year were $20,- 


691,502 and the claims $5,435,039. 


| 
| 


Association has been com- | 





INSURANCE EDITION 


TO WORK IN HARMONY | SEES DIFFERENCE IN 


FIVE STATE OFFICERS PLAN 


Superintendent Houston of Illinois In- 
augurates Working Agreement for 
Some of the Western States 


Insurance Superintendent Thomas 
Houston of Illinois has worked out a 
plan | the insurance 
Indiana, 


Wisconsin and Illinois will 


comimis- 


Mi h 


igan, 





: g definite lines so as to bring about 
greater uniformity. Mr. Houston finds 
since taking his office that the com 
missioners are hable to make different 
ruling on the same subject and cause 
more or less confusion He feels also 
that much can be gained by way of 
conference regarding insurance prac 
tices and legislation 

Chis week, for instance, the five u 


Lansing, 
Hands of 


surance commissioners are at 
Micl where Commissioner 
that state is having a hearing the 
the fire insurance rat- 
ng schedu Chere e prob- 
lems that confront the centr: 


not found in 


on 
application of 


1 





western 


others 





THOMAS J, HOUSTON 
Illinois Insurance Superintendent 


Superintendent Houston in talking the 
subject over with other central west 
ern commissioners feels that there 
should be more unity of action in order 
t make the transaction of business 
easier and more satisfactory He also 
believes that practices that are objec- 


tionable can be stamped out if the com 


rs act together 


Houston Doing Good Work 


Superintendent Houston is proving a 
ng oficial He 18 

the bigger tl 
is making himself felt in th 


ngs of his 





insurance world Mr. Houston befor 
becoming commissioner was one of the 
prominent fire insurance adjusters in 
( icago He has looked at the insur 
ince business through the claim end 
ind, therefore, has been in a ver id- 
vantageous position to survey the ld 





ment in 





the 


business and 


out to 


Surance 


| INSURED-SAVING PLAN 


|Arthur F. Hall Tells Wisconsin 
Bankers of Two Plans In 


Operation 


| INSURANCE-PLUS FORM HIT 


Says Decreasing Term Is Only Feasible 
Policy for Successful Operation 
of Accounts 


An outline of the insured savings ac- 
count as operated by the Lincoln Na- 
tional, with the decreasing term plan 
given as the only feasible method, was 
given by Arthur F. Hall, vice-president 
and manager of the Lincoln National 
Life in an address before the Wiscon- 
sin Bankers’ Association when it held 


St. Paul. Mr. 
spoke on the general relations be- 


banks 


up 


annual 


Hall 


Lf 


mecting in 


and life and 
the 


with savin 


tween companies 


| os ' 
|} then took special matter of in- 
| 


surance gs accounts, speaking 


as follows: 


Two Plans in Operation 


‘There are two radically different 
plans, one of which seems to threaten 
trouble rhe Lincoln National Life 
was the first life insurance company to 


enter the field with an ‘insured savings 
: We introduced it almost three 
ago. Sixteen months later the 


plan 

. 

I quitable of New York offered the plan 
t 

( 

] 


ears 


Pittsburgh bank, and the 
Life of Louisville fol 
suit about a year ago. So tar 
as | know thes« the only three 
companies that have ever offered month- 


hrough a 
ommonwealth 
owed 


are 





ly decreasing term insurance in connec- 
tion with savings accounts Under 
this pian a bank, not a life insurance 

ent, sells an insured savings accoynt 
to its customer tor any amount trom 
$500 up, in multiples of $500. Let us 
uppose the customer opens a $1,000 
account He deposits in the bank ap- 
proximately $7.50 and agrees to con 
tinue doing so monthly for a total of 
0 months At the time of making 
is first deposit the bs sends him to 
the life insurance company’s physician 
who examines him on a short ferm 
cxamination, at the expense of the com- 
pany On the same sheet with the 
cxXa ination is the depositor’s applica- 
tion for insuranc¢ When these are 
completed the physician forwards the 
lank direct to the company lf found 
icceptable by the company and 19 out 


every 20 are, the company immedi 


ately forwards to the bank a policy of 
nsurance upon the life of the depositor. 
Che bank having already been author- 

ed by the depositor in his application 
to open an insured savings account de- 
‘ucts the insurance premium from the 
customer's deposit and forwards it to 


the insurance company 


Decreasing Term Used 


decreasing 
meant that 


The pe licy is a monthly 


policy, by which it ts 


the amount of the insurance payable in 
cash at the death of the depositor, de- 
creases from month to month in ex- 
a the same amount that the cus 
tomer’s deposit in the bank increases 
Therefore, should the depositor die af 
any time during the 120 months, the in 


nce company pays the bank for de 


sit to the customer’s insured savings 
account, an amount which when added 
o the depositor’s accumulated savings 
brings his savings account to exactly 
51.000 

This pl 1 v“ Ss used for almost two 
years without attracting any adverse 


lack 
the 


The 


due to 


criticism trom any source 


criticism was probably 


oi 
I 
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Having recently entered 2 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


—O- 
Contract direct with the 
Company. 

-{}- 
Over $125,000,000 of in- 
surance in force. 

—O- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“‘Ageressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 
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Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Sprin¢field, Ill. 














fact that life insurance agents had no 
connection whatever with the business. 

“Within the past six months, however, 
many life insurance companies, seeing 
the opportunity for new business, have 
entered the field with a new plan known 
as the insurance-plus savings plan. Un- 
der this new plan a person opening a 
savings account for $1,000 also buys 
from a life insurance agent $1,000 of 
insurance, either on the level term plan 
or ordinary life plan. The insurance is 
always for the full $1,000 and therefore 
if the depositor dies his beneficiary re- 
ceives $1,000 directly from the insurance 
company and withdraws whatever sav- 


| ings may have accumulated in the bank. 


in the minds of many life insurance 
men the introduction of this new insur- 
ance plan will result in disturbing the 
present cordial relationship existing be- 
tween banks and life insurance com- 
panies. 

Can “Sell” Savings Idea 


“The problem confronting the banker 
is how to get more savings accounts 
and how to make them persist and 
grow. The insured savings accounts 
method puts him in position to sell as 
every other merchant sells. It enables 
him to open up a merchandising de- 
partment in his bank. It enables him 
to sell his customer on the idea of sav- 
ing money on an attractive schedule or 
plan that can be carried through, In- 


| stead of handing a depositor a prize in 





the shape of a fountain pen or other 
premium, he tells him if he fails to 
make his deposits regularly he will 
have to ‘cash out’ and he can’t take 
all of his deposits with him either. It 
is this apparent forfeiture that influences 
the depositor to carry out his obligation 
to save regularly. The thing that sells 
the account is the insurance feature 
through which the buyer knows that if 
he should die before completing his 
deposits the amount he is striving to 
save will be in the bank for his bene- 
ficiary. 
Advantages of Decreasing Term 


“Monthly decreasing term insurance 
is the only proper form of insurance to 
use with insured savings accounts be- 
cause it is the form that gives to the 
banker and the saver neither more nor 
less than exactly what they both need. 
The only need of life insurance to either 
is to guarantee to both of them that if 
the saver dies before completing 120 
months’ deposits his beneficiaries will 
receive the amount he set out to save. 
The life insurance feature is the feature 
of the plan that makes the savings ac- 
count tangibly worth while to the saver, 
and it is the incentive that induces him 
not only to open his account but to 
stick to his determination to carry 
through his definite program of monthly 
savings over a 10-year period. This 
is the only need of insurance in the 
plan, and it is the only function that in- 
surance should attempt to perform in 
connection with it. 

“Monthly decreasing term insurance 
is not permanent insurance, as it grows 
less in amount from month to month, 
and entirely disappears at the comple- 
tion of the ten-year period of savings. 
For this reason it is the better plan to 
use because it is the one that results 
in making the combined plan a savings 
plan and not an insurance plan. Just 
the moment any permanent form of in- 
surance for a level amount is introduced 
into the plan, the saver has divided in- 
terests. His savings account is one 
distinct thing and his life insurance an- 
other distinct thing. This will result dis- 
astrously to the bank. The use of 
permanent insurance with the plan is un- 
fair to the bank because the result is 
to use the bank to create a competitor 
whose future interests will be opposed 
to his. 

Permanent Form Doesn’t Help Bank 


“It should be perfectly evident that 
if a permanent form of insurance is 
used, thus requiring the services of an 
insurance salesman, the amount of busi- 
ness to be secured will depend upon the 
efforts of the insurance salesman, and 
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the bank must be satisfied to take what- 
ever insurance the salesman brings to 
it. The natural result, of course, is 
that the bank’s prestige will be used 
by the insurance agent as will best profit 
the agent. He secures his interviews as 
a representative of the bank. He will 
sell the prospect all the insurance he 
can, and only as a last resort will he 
sell him a savings account in the bank. 

“By using the savings plan with 
which monthly decreasing term insur- 
ance is correlated the bank neither en- 
ters the life insurance business directly 
nor indirectly. The savings accounts 
are not sold by life insurance men at 
all but by men who are truly the rep- 
resentatives of the bank. The life in- 
surance company has no connection 
with the salesman other than to license 
him as required by law to take the 
application for insurance that is cor- 
related with the savings account. No 
unpleasant complications will result 
with either the insurance company or 
any of its agents. 

Says 235 Banks Use It 


“Richard Bean, president of the Lou- 
isville National Bank, states as a result 
of an investigation by him, that 235 
banks are now using some plan of com- 
bining savings accounts with life in- 
surance. I know of only about 50 which 
are using the plan with monthly de- 
creasing term insurance. 

“Last year the Lincoln Life issued 
monthly decreasing term insurance in 
correllation with over 10,000 savings ac- 
counts in Chicago and the Twin Cities 
alone. I venture the guess that this 
exceeded the total number insured by 
all other life insurance companies com- 
bined which used permanent forms of 
msurance. Here in the Twin Cities 
alone during the past six months two 
banks have opened 4,000 insured savings 
accounts which we have insured. 

“Our records show that about 50 
percent of the applicants are without 
either insurance or savings accounts. 
If many thousands of such accounts 
can be sold to people who do not carry 
life insurance and do not carry savings 
accounts, it is reasonable to suppose 
they will in the course of a few years 
not only acquire the habit of regular 
saving but will become friendly to both 
banks and insurance companies. When 
this development takes place these peo- 
ple will naturally buy permanent forms 
of life insurance through many different 
insurance companies, and will also be- 
come valuable customers of the bank. 
In the interim their value will lie in 
their accumulated savings with which 
the bank will be able to finance business. 
To make a large success of the plan, 
life insurance companies must forego 
the prospect of immediately placing 
permanent insurance, and instead first 
educate these masses to become ac- 
cumulators of money. Then all life in- 
strance companies and banks will have 
the opportunity to convert these ac- 
cumulators of money into profitable 
customers.” 


Standard Life Conference 


An interesting gathering of officials, 
members of the board of directors and 
field producers of the Standard Life of 
Pittsburgh, was held last week at a 
dinner conference there with about 60 
in attendance. C. A. Martin, a mem- 
ber of the board, had charge of the 
affair as toastmaster. Talks were given 
by C. A. Dinkey, also a director: Presi- 
dent John C. Hill, Dr. Donaldson of 
the Medical staff, J. D. Van Scoten, 
superintendent of agencies; C. B. Hor- 
ton, manager for Western Pennsyl- 
vania, and W. T. Palmer. 

The guests were surprised at the ora- 
torical ability of Mr. Palmer, one of the 
older field producers, who represents 
the company in Potter county, Pa., and 
who holds a record near the top for 
consistent production of business. 


Many of the diners brought applications 
with them to the meeting and on being 
totaled it was found that the applied for 
business of the Standard Life had been 
increased by more than $200,000. 
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MILWAUKEE’S PROGRAM 


SALES CONGRESS ON APRIL 8 





Speakers for Day’s Session Announced 
By Local Association—Shuff 
to Be There 





MILWAUKEE, WIS., March 28— 
Under the auspices of the Milwaukee 
Association of Life Underwriters, the 
1922 sales congress will be held in the 
auditorium of the home office of the 
Northwestern Mutual Life, in this city, 
on Saturday, April 8. By the success 
of the first congress last year and the 
unusual amount of interest shown in 
the second annual -congress, it is ex- 
pected that more than 600 life managers 
and agents of Wisconsin, northerf 
Michigan and northern Illinois will 
attend. President Gifford T. Vermil- 
lion, of the Milwaukee association, has 
announced the program which includes 
some of the best posted men of life 
insurance in the country. The pro- 
gram committee has spared no efforts 
to secure speakers whose message will 
be of great value to all who attend. 
W. D. Van Dyke, president of the 
Northwestern, will welcome the life 
men. One of the most prominent 
speakers will be J. L. Shuff, Cincinnati, 
president of the National Association 
of Life Underwriters. 

Secure Good Speakers 


The local congress has also been for- 
tunate is securing Griffin M. Lovelace, 
director of the Carnegie School of Life 
Insurance Salesmanship. His many 
years as superintendent with the Con- 
necticut Mutual, together with his ex- 
perience in training insurance men at 
the Carnegie Institute, make his mes- 
sage doubly valuable. Another feature 
will be the address by M. J. Cleary, 
vice president of the Northwestern 
Mutual Life, and former insurance com- 
missioner of Wisconsin, who will dis- 
cuss “Agents’ Responsibilities.” 

Following the afternoon session the 
the congress will reassemble at the 
Hotel Pfister at 6:30 o’clock, for a ban- 
quet at which George A. Boissard of 
Madison, Wis., president of the Na- 
tional Guardian Life, will preside as 
toastmaster. National President Shuff 
will also appear on the evening pro- 
gram. Other speakers will include H. 
A. Moehlenpah, president of the Bank- 
ers’ Finance Corporation and former 
member of the Federal Reserve bank 
board, who will speak on “Sane Opti- 
mism,” and C. W. Wassam, professor 
of insurance at the University of Iowa, 
who will talk on the “Modern Life In- 
surance Salesman and How He Does 
It.” Vaudeville acts and community 
singing are also on the program. 


Complete Program 


The complete program as announced 
by President Vermillion follows: 


Gifford T. Vermillion, Chairman 
1:15 p.m. Invocation, Rev. T. M. Shipherd. 
Welcome, President W. D. Van 
Dyke. 

2:14 p.m. J. L. Shuff, President National 
Association. 

3:00 p. m. Griffin M. Lovelace, “House of 
Protection,” Director Car- 
negie School of Life Insur- 
ance. 

4:00p.m. M. J. Cleary, “Agent’s Re- 
sponsibility,” Vice-President, 
Northwestern Mutual. 

EVENING 

6:30 p.m. Banquet, Hotel Pfister. 

George A. Boissard, Toastmaster 

5 p.m. J. L. Shuff. 

5 p.m. H. A. Moehlenpah. 

Op.m. C. W. Washam, Professor of 

Insurance, University of 
Iowa, “The Modern Insur- 
ance Salesman and How He 
Does It.” 


R. E. Spaulding, assistant to George 
K. Sargent, vice-president and superin- 
tendent of agencies of the Mutual Life 
of New York, is on a tour of the prin- 
cipal agencies in the middle west and 
was a recent Omaha visitor 
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The Service Spirit 


, ve Underwriters in every part of the land have been thrilled 
by the sacred mission of the life insurance agent so elo- 
quently expounded by Jack Shuff, President of The National 
Association of Life Underwriters. 


Shuff believes that there can be no higher calling than that of 
the Underwriter who strives with all his energies to protect 
every family in his territory against the ravages of want and woe. 


The Lincoln National Life Insurance Company holds that 
practically every man, or woman either, who is an economic 
asset should be entitled to those blessings of protection so ably 
interpreted by the field men. A slight physical impairment 
should not brand a man as an insurance leper. A hazardous 
occupation should not necessarily banish him from the realm 
of the insured. 


So strongly does The Lincoln Life believe that life insurance 
is truly “the soul of service” that it issues policies on practically 
every application sent in, and issues them with a speed that mails 
out, ready for delivery, the majority of policies on the same day 
the applications reach the Home Office. 

You” have a¥ chance*to COMPLETELY fulfill your sacred 


mission when you 
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The Lincoln National Life 
Insurance Company 


“‘Its Name Indicates Its Character’’ 


Lincoln Life Building, Fort Wayne, Indiana 
Now More Than $200,000,000 in Force 
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VALUABLE PAPERS 








Policy and Valuable Papers 
WALLETS 


HANDSOME, compact and convenient file for 

policies and valuable papers which every policy- 
holder will value. When you deliver a policy, enclose 
it in one of these wallets, with your card stamped in 
gold on the cover—an inexpensive token of apprecia- 
tion, and a constant reminder of your service. Car- 
ried in stock in three styles. Prices quoted include 
stamping your card in gold, in quantities of 25 or 
more. 


Form T71—Black levant grain artificial leather, 
gold-stamped, including 8 envelopes— 
500 @ 55c; 100 @ 60c; 50 @ 70c; 25 @ 
88c. Without card—25 @ 65c; 12 @ 
70c; one @ 75c. 

Form T95—Black seal grain artificial leather, gold- 
stamped (higher quality than T71), with 
button flap permitting extension to 16- 
envelope capacity—including 8 envel- 
lopes—500 @ 77c; 100 @ 83c; 50 @ 
95c; 25 @ $1.15. Without card, 25 @ 
85c; 12 @ 90c; one @ $1.00. 

Form T72—Genuine leather, Spanish grain antique, 
embossed design, gold stamp, including 
8 envelopes-—00 @ $1.05; 100 @ $1. 10: 
50 @ $1.20; 25 @ $1.40, Without card, 
25 @ $1.15; 12 @ $1.20; one @ $1.25. 

All prices F. O. B. Factory 


“It’s Our Business to Help Your Business’’ 


SPECIAL SAMPLE OFFER—Use Blank Below 
The Rough Notes Co. 

Indianapolis. 

Please send me, prepaid, one each of sample policy wallets as 
checked below, for which I enclose herewith amount shown. It is 
understood that this is a special sample offer, and that on any addi- 
tional purchases regular prices will apply. 

came One Form T71, @ 65c. 

Wilwweae One Form T95, @ 85c. 

gameeen One Form T72, @ $1.15. 


(Cash must accompany order.) 
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UNDERWRITER 
REPORT ON SOUTHLAND | 


TEXAS DEPARTMENT’S REVIEW 


Company Held Entirely Sound Finan- 
cially in Spite of Losses on One 
Agency Deal. 


Commissioner Hall of Texas has 
made public the report of examination 
of the Southland Life of Dallas, made 
as of Dec. 31, 1921. 

The examiner reported that the ac- 
counts and records of the company are 
well kept, under a good system. In- 
come for 1921 totaled $2,504,935, of 
which $409,365 represented total new 
premiums and $1,365,237 total renewal 
premiums, making the total premium 
income $1,774,602. ‘Total interest and 
rents was $327,005; borrowed money 
$350,000. 

Disbursements totaled $1,680,666, of 
which $200,139 was the total paid for 
losses and matured endowments; 
$325,797, commissions to agents; 
$175,662, salaries of officers and em- 
ployes; $350,000, borrowed money 
repaid. 

Ledger assets totaled $5,546,923; non- 
ledger assets, $884,788; gross assets, $6,- 


431,712. Admitted assets total $6,- 
249,104. 

Liabilities total $5,823,552. The net 
reserve liability is $5.3: 50,810. Policy 


claims total $43,788 and reserve to pro- 
vide for fluctuations in value of invest- 
ments or mortuary liabilities, $215,000. 
Unassigned funds (surplus) total 
$125,552 


Advances to Wittliff 


The report takes up at some length 
an item of $76,152 agents balances 
charged off, appearing in disbursements, 
and another item of $74,345 charged to 
profit and loss. It is stated that these 
large amounts are composed principally 
of debit balances created by advances 
to H. A. Witliff, general agent at Dallas 
in 1920 and 1921, the advances being 
discontinued Aug. 9, 1921. The ex- 
aminer says: 

“The extensive and continued financ- 
ing of Mr. Wittliff by the company ap- 
pears to have been the result of undue 
confidence and neglect of close investi- 
gation of field conditions and methods. 
The company would have sustained a 
large loss in net surplus on account of 
the Wittliff connection, if it had not 
been especially fortunate in the matter 
of gains in mortality during the year 
1921 (of $398,000). While the adverse 
financial conditions in the latter half of 
1921 may be considered to be a factor 
in the Wittliff case, it seems evident 
that the company cannot depend upon 
gains in mortality to offset undue liber- 
ality in advances to agents. In this 
connection we think it proper to state 
that the executive committee has 
greatly reduced the amount of advances 
and allowances to agents.” 


Agents’ Balances Reduced 


On the subject of agents’ contracts 
and balances, the report says: “While 
the company still has on its books a 
large total of agents’ debit balances, an 
analysis of these seems to indicate that 
the larger individual amounts are 
against agents who are producing a 
fairly satisfactory amount of business. 
The total of agents’ debit balances had 
been reduced on Jan. 31, 1922, to 
$83,865.” 

Improvement in the rate of mortality 
during the past three years is noted, the 
rate in 1921 being 31.2 per cent, com- 

pared with 42 per cent in 1920 and 56.4 
per cent in 1919. It is evident from an 
examination of the proofs of death, that 
the company makes a careful selection 
of risks, and the low rate during 1921 is, 
the examiner thinks, in large measure 
due to this careful selection, as well as 
to generally favorable conditions. 

The company’s net limit on a single 
life is now $15,000, all amounts above 


that total being reinsured in other re- 
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sponsible companies. The company 

had in force, carried for other com 
vo A on Dec. 31, 1921, an amount oi 
reinsurance of $2,179,075, these policies, 
with a few exceptions, being on the 
one-year term plan. 


Company in Sound Condition 


The lapse ratio, particularly on polli- 
cies issued in 1920, has been heavy 
“While this lapse rate has been in 
fluenced somewhat by conditions in the 
Wittliff agency, it has evidently been 
principally due to the widespread finan 
cial depression in the territory in which 
the company is doing business,” says 
the report. “There seems to have been, 
however, a material improvement in the 
rate of renewal during the month of 
January, 1922. We believe that the 
more conservative agency methods now 
inaugurated by the company will causs 
further improvement in these respects.” 
The report concludes: 

“It is evident to your examiners that 
the material reduction in the profits of 
the company, due to the Wittliff con- 
nection, has not affected its soundness, 
or seriously impaired its resources, 
which are ample and entirely sufficient 
to meet all of its obligations. The un- 
favorable results of unduly liberal 
agency methods seem to be fully appre- 
ciated by the officers and directors and 
we believe that the changes and 
economies they have ecently effected in 
the agency department will be adhered 
to and will produce desire d results in 
the conservation of funds.” 


GULF COAST FIGHT IN COURT 


Minority Stockholders Ask for Receiver 
to Block International’s Efforts 
to Get Control 


JACKSON, MISS., March 28.—Mi- 
nority stockholders of the Gulf Coast 
Life of Biloxi, Miss., are putting up a 
scrap to block the efforts of the Inter- 
national Life to obtain control of the 
company. T. M. Favre, J. C. Glower 
and Miss Florence Cassibry, stockhold- 
ers of the Gulf Coast, filed a petition in 
Chancery court of Harrison County, 
Miss., asking that a receiver be appoint- 
ed to take charge of the affairs of the 
company. 

Inquiry at the insurance department 
revealed that Commissioner Henry had 
no previous intimation that this action 
would be taken. Asked as to the prob- 
able ultimate outcome of a quarrel it 
the courts, Mr. Henry said that it might 
mean that the court would appoint some 
one familiar with affairs of the company 
to assume charge under direction of the 
court, and that the company would be 
offered to the best bidder. 

The complainants aver in their brief 
that M. C. Tyler, president of the com- 
pany, working in collusion with the In- 
ternational Life and the International 
Holding Company, are seeking to get 
control of the Gulf Coast Life, in vio 
lation of the Mississippi anti-trust laws 

Upon the alleged ground that the In- 
ternational Life of St. Louis was seek- 
ing to gain control of the Gulf Coast 
Life of Mississippi, a receiver has been 
asked for the latter company. 

Massey Wilson, president of the In- 
ternational, denies that it is planning 
to purchase the Mississippi institution. 


Can’t Dodge Inheritance Tax 


“Be careful or Uncle Sam’s secret 
service will get you, if you attempt to 
dodge your inheritance taxes,” was the 
warning given to business and profes- 
sional men at a meeting held last week 
under auspices of the Philadelphia club 
of the Metropolitan Life, the speaker 
being Joseph S. Conwell, an attorney. 
George W. Rhawn presided. 

“The safest way,” Mr. Conwell coun- 
seled, “is to pay the fiddler without 
question and the surest way to be able 
to pay is through special life insurance 
policies. Make the event which caused 
the taxes create the cash to pay the 
tax.” 
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DISCUSS AGENCY PROBLEMS | 
Phoenix Mutual Life Managers and 
Officials Hold “Sales Congress” 

at Home Office 
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Che conference of the home office 
officials and managers of the Phoenix | 
Mutual Life held at the home office 
last week, was virtually an exclusive 
sales congress on selling the business | 
to prospective agents. A large part of 

? the time was given over to platform | 
demonstrations on the part of several 
of the managers and even Vice-Presi- 
dent Russell, took the platform and at- | 
tempted to sell the insurance business 
to Mr. Seaber of the Ayer Advertising | 
Agency. Manager E. R. Putnam of | 
Pittsburgh attempted to sell John 
Morey, manager at Detroit who took 
the part of a bond salesman. James | 
Rutherford, Cleveland manager, took 
the task of selling J. M. Holcombe, Jr., 
who “dropped in as a result of a letter 
in regard to taking a policy on his 
life.” Edward L. Brown of Boston and 
Manager W. W. Williamson of Chicago 
closed the demonstrations, which were 
staged as lessons in agency methods. 
[he most entertaining of these plat- 
form sales was that made by Vice- 
President Russell. 

















Discuss Securing of Agents 


The chief topic for open discussion | 
was the problem of securing new agents | 
and several suggestions were given by | 
the managers on the best method to use | 
in this part of the work. President | 
Holcombe in the opening remarks told | 
of the necessity for closer contact with | 
the managers and officials, of mutual | 
confidence and the frank interchange | 
of information. Vice-President Russell 
outlined the general history of the com- 
pany’s agency plan and compared the 
system in operation in 1913, when the 
company had 1,700 licensed agents, to 
the present experience. He said that 
the 350 full time agents now with the 
company are producing a much greater 
volume of business than the 1700 in| 
1913, because of that number there was | 


Twister Proof Policyholders 
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said that excellent material for life in- twisted over to another company. They are in an excellent i} 
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earning smaller salaries. He said that position to sell tneir prospec ts rig t in the first piace anc to 
ees teeny gh ante seer pe hag of keep them sold. That kills the twister nuisance at its i 
own agency which stood forth in paid source. I 
business last year. 1H] 

Edward I. Brown of Boston said that HH 
ee Oe ee a ee The Peoples Life confines its operations to the territory in i 
but that the turnover is no larger than Ohio, Indiana and Illinois within a hundred and fifty miles of Frank- i} 
in other lines of commercial business. ‘ . - . : : a : , - iy 
The n, > — o.oo aia A of enee fort. And it works the field intensively. Each agent gets the benefit 
pective agents was brought out by E. of an intimate home office co-operation that enables him to give each Hl 
2 — BB Be gree Rigo ponent prospect the attention he needs to receive the utmost insurance service. | 
the first interview and rarely in less | The prospect gets the kind of insurance that best meets his require- | 
12 f ‘ olcombe | .  . » wing ' Fe , 2¢ oh . 
pone ce ga gyre - — oe oad ments. If his requirements change the Peoples Life agent can change | 
plished by the research division, using the policy within his own company, keeping his regular commission | 
nage ay charts to show the work done and the inestimable benefit of a satisfied policyholder. 
»y the Phoenix Mutual along this line. 
He explained that the work is in its | 
infancy and, while furnishing material | ° J > - ° ~ . 
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oa Gan te tae 6 ee te That is one more reason why the Peoples Life is a good | 
further work will depend upon the re- | company to represent. 
sults of the Central Research Bureau at ° 
Carnegie. Mr. Holcombe said _ that 
eventually the selection of life insur- 
ance agents will be based on as scienti- | 
fic principles as govern the selection | ||| 


of risks for life insurance. 


——_—_- | 
Milwaukee insurance men are promi- | | 
nent in the Northern Lakes and Parks | ||| 


| 
| 
| 
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| 

Association’s campaign to raise $500,000 | | | 

to purchase Worthore Lakes park. = — ii 

Marthens, vice-president o the rea . | 

Northern Life, is campaign chairman H Frankfort, Indiana 

Mr. Marthens is also vice-president of | 

the Wisconsin Lakes and Parks Asso- | || 

ciation. Rupert F. Fry, president of the 

Old Line Life of Milwaukee, is a director 

in the association. 
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Soliciting Arguments in Statements 


TuereE are fine soliciting arguments in 
the analysis of the annual statements of 
life insurance companies that are capa- 
bly managed. Usually someone at the 
home office has the power of interpret- 
ing these annual statements into lan- 
guage that will appeal to the prospect 
or the policyholder. Some companies 
get out a report of the president or some 
other official, hitting the main spots in 
the financial exhibit. These high spots 
reveal the character of the management, 
the progress the company is making, its 
economy of operation, its care for pol- 
icyholders, the results it is gaining and 
so on. 

Prospects and policyholders are al- 
ways interested in the institution in 
which they are a part. The mere skele- 
ton of a financial statement means com- 
paratively little to a prospect. He is not 
able to pick out those features that have 
a special appeal to him. Some offices 


always find the annual exhibit full of 
meat for consideration. In a recent issue 
Tue NATIONAL UNDERWRITER published a 
review of the annual statement of the 
NoRTHWESTERN Mutua LIFE by its leg- 
islative counsel, Henry F. Tyrrett. Our 
object in presenting this was not to ad- 
vertise the NoRTHWESTERN MUTUAL LIFE, 
although it is a splendid institution and 
we are always glad to speak a good 
word for it. The purpose, however, in 
publishing this analysis and observation 
by the keen witted Mr, TyRRELL, was to 
give a model or suggestion that might 
be followed by other companies to the 
great benefit of their agents. 

Naturally a company that is extrava- 
gantly managed and has but little to 
commend it to the public would not find 
much in its annual exhibit to which it 
could point with genuine pride. Such in- 
stitutions, fortunately, however, are few 
and far between. 


Some Good Work at Detroit 


Some remarkable work is being done 
by the Derrorr Lire UNDERWRITERS Asso- 
CIATION and it deserves more than a 
passing notice. The sales managers, 
and there are many excellent ones in the 
Detroit fraternity, have not hesitated to 
contribute to the meetings their meth- 
ods of selling life insurance. Detroit is 
notable for its many successful general 
agencies. Some of them rank weil at the 
‘tep of the general agencies of the coun- 
try. Whether by accident or design, 
Detroit possesses life insurance men of 
great capacity and power in the produc- 
tion end. 

Some of the material that is contrib- 
uted to the Derrorr Lire UNDERWRITERS 
ASSOCIATION has a distinct value because 
it has been tried and tested by men who 
have put into practice plans that have 
been evolved after many years of thought 
and experiment. The creditable aspect of 
the work in Detroit is the frankness with 
which successful life underwriters and 


sales managers speak to their associ- 
ates. Undoubtedly the talks that have 
been given at the Detroit meetings are 
intensely interesting, very profitable and 
decidedly inspiring. Men have not hesi- 
tated to take the lid off of Pandora’s 
box and show the assembled ones all 
the secrets. These men are contrib- 
uting to the general good of the busi- 
ness. They have a genuine desire to 
tell others plans that they are following 
which are meeting with great success. 
Such a spirit is akin to that observed in 
the medical profession, where a doctor 
makes a great discovery and does not 
hesitate to tell the medical world about 
it. 

Such meetings as are being carried on by 
the Derroir Lire UNDERWRITERS ASSOCIA- 
TION mean a great uplift to the business. 
They raise the standard. Men who are 
willing to give are rewarded by the sat- 
isfaction that they have helped many a 
man along the way. 


Progress of Ten“ Years 


Tue last decade has brought mighty 
changes to the world in its political, 
social and business life. The ten 
years have also brought great changes 
in life insurance. It has been a time of 
tremendous growth and development. 
There have been liberalizing features 
that have been of great benefit to policy- 
holders. Take any company that has 
been in business that long and make a 
few comparisons between Jan. 1, 1912, 
and Jan. 1, 1922, for example. A vast 


amount of excellent material could be 
gotten from such a comparison. 





The public has been educated as to 
the part life insurance is playing in the 
business and financial world. The great 
cataclysm that upset the world left legal 
reserve life insurance impregnable. It 
has faced disaster of all kinds and today 
is stronger and sounder than ever. The 
last ten years have witnessed the evolu- 
tion of legal reserve life insurance along 


lines of the greatest possible personal 
and public service. The fact that it has 
grown so tremendously and so perma- 
nently during the last decade is the 
greatest tribute that can be paid to this 
beneficent system. 








PERSONAL GLIMPSES OF LIFE. UNDERWRITERS 





Another man who has found that it 
pays to concentrate on the insurance 
business and “see the people,” stick to 
a system that works,—is F. C. Burian, 
of the St. Louis agency of the Missouri 
State Life. Mr. Burian signed a Mis- 
souri State Life contract about a year 
ago, but until recently he had other 
business interests to divide his atten- 
tion. Since the first of the year he has 
been giving his entire energy to insur- 
ance with most satisfactory results. He 
has set as his goal ten applications a 
week until the end of the club year, in 
order to qualify for the Quarter Million 
Dollar Club. There is no romance in 
Mr. Burian’s plan of work. He takes 
the “Blue Book,” selects some names of 
people living in the same block in the 
neighborhood in which he lives. He 
sticks to this neighborhood. He uses as 
his one canvassing document the pho- 
tographic copy of a double indemnity 
claim check paid by the Missouri State 
Life to a resident of the neighborhood 
in which he makes his canvass. To save 
time Mr. Burian makes it a rule to get 
check with application. 


A celebration was held in the home 
office of the Provident Life & Accident 
of Chattanooga last Saturday in honor 
of President Robert J. Maclellan and 
Secretary W. C. Cartinhour, the occa- 
sion being their birthdays and the in- 
auguration of the company’s “One 
Third More” campaign. The home of- 
fice staff presented the officials with a 
large birthday cake on which was in- 
scribed motto “One Third More.” The 
day also closed a contest among the 
employees for the best poem on “One 
Third More.” The campaign to in- 
crease the company’s premium income 
by one third during this year is under 
way and this day’s celebration was sym- 
bolic of the spirit. Not only home office 
men participated, but the field men 
made this a special day of contribution 
in new business. Each agent in the 
field had been given a special envelope 
and forwarded it with special applica- 
tion to arrive on that day. The result 
was that the company received the 
largest number of new applications 
from all departments ever received in 
one day’s work. 

Miss A, V. Bowyer, manager of the 
field service department of the West 
Coast Life, who is responsible for the 
mental attitude, to a great degree, of the 
several hundred agents of the company, 
has been confined to her home for the 
past five weeks with a severe attack of 
influenza. Last reports from her resi- 
dence were to the effect that she is rap- 
idly recuperating and would soon be 
back at her desk. 

Dr. W. Cluness, Jr., medical director 
of the West Coast, has also been seri- 
ously ill for several weeks past. His 
friends have been concerned over his 
condition for some time, but attending 
physicians state that rest and care will 
soon bring him back. 


President John L. Shuff of the Na- 
tional Association of Life Underwriters 
is on another eastern tour this week. 
He left Cincinnati Monday to attend the 
sales congress in Pittsburgh and from 
there went to Wilkes-Barre for the con- 
gress to be held March 30, and on 
March 31 will speak at the congress in 
Philadelphia. He has largely recovered 
from his attack of throat trouble that 
overcame him while on his far western 
trip. 

M. L. Palmer, for 15 years in charge 
of the Aetna Life for the South Platte 
territory with headquarters at Lincoln, 
Neb., has been appointed a member of 
the board of education of that city. Mr. 
Palmer was formerly with the New 
York Life and Equitable Life, and be- 
for that wasa school man. He served as 





superintendent of schools at East Jack- 
son, Mich., and later was a member of 
the board of education there. Mr. Pal- 
mer’s new honor pays no salary, and has 
a lot of hard work attached. 


William McMullan, for 25 years 
Minneapolis district agent of the North- 
western Mutual Life, died at his home 
there March 23. Mr. McMullan was 65 
years old. He retired from active serv- 
ice about a year ago when suddenly 
stricken with paralysis. Prior to his 
entry into the insurance business he was 
connected with the Irish-American 
Bank and a Minneapolis department 
store. 


L. Brackett Bishop of Chicago, mana- 
ger of the Massachusetts Mutual Life, 
sailed this week with Mrs. Bishop for 
Europe to be gone nine or ten weeks. 
Mr. Bishop decided Thursday of last 
week that he would take this trip and 
hence, made his hasty arrangements for 
a passage abroad. 


C. Arthur Carlson of the Keating 
General Agency of the Equitable Life 
of Minneapolis made a handsome rec- 
ord in February. He made 32 calls, 
had 32 interviews and sold 30 policies, 
all on binders. Premiums on this busi- 
ness totalled about $32,000. 


AN AGENT’S PRAYER 


Teach me that my business is to write 
applications. 

Teach me to fit myself for this work. 

Teach me that applicants will not 
come to me and that I must go to them. 

Teach me that I must collect pre- 
miums in full and in cash and properly 
account for them. 

Teach me to be industrious and cheer- 
ful, to be a busy business man, but not 
a busybody, for that is something else. 

Teach me to be temperate and tol- 
erant, fervent in spirit, but not too 
zealous, nor given to overstatement and 
disputation. 

Teach me the value of time, both my 
own and another man’s, that I may not 
be guilty of wasting either. 

Teach me that I may so conduct 
myself as to make my competitor be- 
ware of me. Nay, teach me to so con- 
duct myself as to gain my competitor’s 
respect and good-will, to the end that 
the business we are engaged in, which 
is so much bigger than any person in 
it, may be glorified of men and its serv- 
ants merit their esteem. 

Teach me to be patient with the offi- 
cers of my company and to remember 
that they, too, are men; that though I 
may in my haste question their wisdom, 
yet will I be a loyal and true and honest 
and willing worker with them. 

Keep me in the paths of the upright, 
help me when I stumble, fend me 
against wrong-doing and hold me ever 
true to my highest ideal—Penn Mutual 
News Letter. 


TRAFFIC OFFICERS 1923 


Stop riding last year’s Trouble Bus, 
Stop feeling sad and blue; 

Stop knocking Nineteen-twenty-one, 
Stop doubting '"Twenty-two; 

Stop wailing of mistakes you’ve made, 
Stop saying gloom endures; 

Stop envying your rival’s luck, 
Stop now lamenting yours. 

Stop springing ancient alibis, 
Stop thinking them at all; 

Stop crying to each friend you meet, 
Stop backing toward the wall. 

Stop eating only of the husks, 
Stop throwing up your guard; 

Stop wearing undertaker looks, 
Stop saying times are hard; 

Stop worrying about your tires, 
Stop driving ‘round in low. 

—William Hersbkell, Indianapolis. 
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Kansas Is Leadng Ihe Way 


The people of Kansas are not marking time 
waiting for the rest of the country to show 
a resumption of business activities. Kansas 
is already leading in the central west. During 
the month of October, five principal cities 
of Kansas showed an increase of 164% in 
new building over October, 1920, in com- 
parison to an increase of 74% for the entire 


ings in ten principal cities of Kansas show 
7% better than the entire district. 


In the heart of this aggressive state, is the 
Liberty Life, ready and willing to equip its 
agents with every possible help in their task 
of soliciting their prospects. It is working 
hand in hand with its agents striving always 
to carry on the good work of the people 


tenth Federal Reserve District. Bank clear- of Kansas. 


Truly, Kansas is Leading The Way. 


Liberty Life Insurance Company 
TOPEKA KANSAS 

















BANKERS LIFE INSURANCE COMPANY > 
OF NEBRASKA 


Home Office: Lincoln, Nebraska | 


Assets . . . $20,400,000.00 





TWENTY PAYMENT LIFE POLICY 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 


PickRELL, NesR., January 28, 1922 
Mr. H. S. Witson, President, 
Baskers Life Insurance Company, 
Lincoln, Nebr. 


Dear Sir: Through your General Agent, Mr. A. H. Gray, I have just 
received your draft for $274.54, being the surplus earnings on my Twenty Year 
Policy which matured this day. 


I paid into the Company $494.00 during the twenty years and now you 





Name of insured. .Wm. Vanderhook 





pay me $274.54 cash and a Paid Up Participating Policy for $1,000.00, a total Residence.. . nee 4 Pickrell, Nebr. 
increase of my assets of $1,274.54. Amount of policy. .. : . .$1,000.00 
Thanking you for your promptness and wishing you success in the future, Total premiums paid. . ves 494.00 

I am, Yours truly, SETTLEMENT 

WM. VANDERHOOK Total cash paid Mr. Vanderhook. ... $ 274.54 | 


And a Paid Up Participating Policy for.. 1,000.00 





If interested in an agency or policy contract write Home Office, Lincoln, Nebr. 
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American National InsuranceCompany — 


OF GALVESTON, TEXAS 


W.IL. MOODY, JR. 


President 


SHEARN MOODY, 
Vice-President 


Ww. J. SHAW, | 


Secretary 


FINANCIAL STATEMENT, DECEMBER 31, 1921 


Real Estate Owned 
Collateral Loans.. 

this company's Policies 
Bonds 


Cash in Banks ‘ 
Certificates of Deposit 


miums (Less Loading 


Mortgage Loans (First Lien 


Loans Made to Policyholders (on 


Interest Due and Accrued. 
Deferred and Uncollected Pre- 


ADMITTED ASSETS 


.:$ 896,517.61 
. «+ -4,108,612.42 
1,000.00 


..1,198,944.47 
3,536,822.42 
1,463,977.37 

6,908.28 
237,661.04 


221,999.36 


LIABILITIES 


Net Reserve, American Ex- 
316%) 


perience (3 and Y asavane 


Special and Contingent Reserves 
Reserves for Death Losses in 
Process of Adjustment or 
Adjusted and Unpaid 
Reserves for Taxes.......... 
All Other Liabilities...... ‘ 
Capital Stock...... $500,000.00 
Assigned Funds 243,252.00 
Surplus. 


$9,261 ,807.63 
204,251.00 


105,608.25 
129,129.51 
158,244.72 


-. 2» 1,070,643.81 
493.95 en 


Surplus to Policyholders 


All Other Assets. 
1,813,895. 81 


TOTAL ASSETS $11,672,936.92 TOTAL LIABILITIES .$11,672,936.92 


Ordinary and Industrial Life Insurance in Force, $157,699,773.00 
Operates in Nineteen States and the Republic of Cuba 


‘““ANCHOR TO THE ANICO’”’ 











WANTED 
WE WANT A MANAGER 











in every important center in Indiana where we 


are not represented. Only men of ability and 
| probity will be considered. We offer liberal 
| commission contracts to agents and _ salable 
policies to the public. The proposition we 
offer is unusual. Correspondence confidential. 


GARY NATIONAL LIFE INSURANCE COMPANY 


Gary. Indiana 
WILBUR WYNANT, President 
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| HOLDING AGENCY MEE 


| COLUMBIA LIFE GATHERING | 


Cincinnati Is Center of Activities f 
Three Days, March 30 and 31 
and April 1 


March 30, 1922 


T| AKRON ATTACKS PLAN 


RESOLUTION IS ADOPTED 


or | Ohio Local Association Condemns Sav- 


Plan, 


Reascns for the Action 


ings-Insurance Giving 





Che Columbia Life is holding its an- he savings-insurance plan as in op 
ual age meeting this week in Cin- ratio i ul citi l igain met 
( it \ valuablk rogram < Ce the conde iti oO up of life 
] topics is well as general busi undery ters The Al 2 l as 
Ss d salesmans!] ip topics, has beet sor oO has dopted ¢ t< WII 
rra d to ll the three davs. begu oluti ttac plat co 
1 todav Che sales d “pep” 1 et nN y those ) \ ve re 
1 s are to be well bal ced with ente1 ed g ¢ 

t t and recreatio e progra ons suc ict 
sas follows 
OW W Wet Akron A ‘ 
Thursday, March 30th ‘ ‘ ers, aj ! : 
nd ‘ ! ‘ ba l 1 
10:00 A. M. s$ienee thas ete 
cle ‘ " 
Address of Welecome—S. M. Cross, pres- stele hclees 
ident : dit ' 
My 12 Years With The Columbia—I. P. > Soh Senesnann ory 
Boggs, Cleveland a va punts : , aoa 
Life Insurance As a Moral Obligation— | “™! : : 
| W. B. Jones, Cincinnati. VOure be sg! de d, and 
Monthly Income and Personal Incomé wine ay? 2 & 
Policies—A. J. Koeppe, actuary. | rected to t! . - en 
rie) rrius 7 7 ? T ni > 
The Advantage of Enthusias) ae on . . = United 
Klopfenstein, Bucyrus ‘Redes aiplgli pegaaeey a hnage vitl 
Saving ( unts a r par r 
Luncheon, 12:30 P. M. I le he combi 
2:30 P. M. Reasons for Disapproval 
The Columbia As I Know It E. J Resolved, That we, the Akron Associ- 
Wohlgemuth fation of Life Underwrite1 for the best 
The Value of Personal Production—C. | interest of l concerned, do not approve 
R. Maddux, Louisvill« the combination f the following valid 
The Columbia, First, Last and Always ] r ons 
lL. H. Vaughan, Terre Haute, | First The ervice t« policyholders 
Making Inere es on Old Policyholders | would be inferior to that now furnished 
L. A. Gregerson, Liberty. , 


A Steady Producer—Geo. H. Guilfoyl 


Cleveland, 


Life Insurance as an Inheritance Ta 


} by trained life underwriters, creating un 
€, | friendliness toward both insurancs ind 


l nking institutions 


The Medical Problem—Frank B. Cross, | Second. The present harmony existing 

Medical Director. |} between insurance companies and banks 

Dinner, 6:30 P. M., Hotel Gibson would be disturbed and produce unfavor- 
Theatre Party jable results to both, 

‘ Third, It would not be salutary to the 

Friday, March 31st development of high grade life under- 

10 A. M. | write rs and would destroy much of the 

etailed Explanation of New Rate | geod contributed by colleges, sales con- 

gresses, conventions and general agents 

Zool ind Dividend Schedules S. M. lin their training and education of capable 

Cross and A. J. Koeppe | representatives who are devoting their 

Luncheon, 12:30 P. M. | life's work to the upbuildings of society 

2:30 P. M {and perpetuity of business organizations 

: | through the beneficence of life insurance 

Question Box A. J. Koeppe, Actuary. | Fourth It would tend to a return of 


x old pernicious long since cor 


practices, 


Payer J. R. Sehindel, General Counse! rected by the untiring efforts and coop- 
sJanquet, 6:30 P. M | eratic n of loyal life underwriters 
Saturday, April Ist | Fifth Comp: ny officials cannot afford 
|} to tear down and disrupt agency loyalty 
oo A. MM. l}and organization for whatever volume 
Home Office Co-operation in Renew ng | of business may be obtained from this 
Business J W Knippling, Mgr. Re- | source. 
a 2 Pitan Wise Choic - D> Bestia Request Cancellation of Plan 
rer Dayton | Ret it further resolved. That this asso 
Unlimited Profits for Full Time Serv | ciation warmly commends those Akron 
ice, A, A. Redmon, Owenton. | banks which, seeing the danger of such 
The New Recruit—Walter W. Shook, | combination, have refrained from it. 
Terre Haute, Ind. That we request companies and their 
Covering Inaccessible Territory in FS | repress ntatives throughout the United 


Kinnett, Winchester, Ky 


Consider Group Policy 


rhe finance committee of the Chi 
council is considering 
proposition to insure the lives of polic: 


cago city 


men and firemen under a group policy. 


a 


|} States to cancel all outstanding arrange 
and for the 
to make similar com- 


jiments of gzood of 


1 
binations in the 


| future 
That copies of this resolution be sent 
to home offices of all American life insur 


Association of 


|} ance companies, to the 
| 

- | Life Insurance Presidents, to the Ameri- 
can Life Convention, to the National As- 


Negotiations have been going on for | seciation of Life Underwriters, and to 
son time with various companies the various associations in said Nationa 

} Mina y r ; a \ssociations, ' 
whic 1 culminated when W. E. Howett \KRON LIFE UNDERWRITERS 
of the Travelers, and C. E. Sherman of ASSOCIATION. 
the Aetna Life reached an agreement meas 

] “ ‘oO T Ss ) oi 4 : 

where the two ¢ mpanies we uld jointly Masonic Mutual to Build 
underwrite the business. It is proposed 
to issue a policy of $5,000 to each man. The noted residence at the corner ot 


A sub-committee of the finance 
mittee now has the 


ther conside ration. 


com 


Many “Flu” Deaths in East 


influenza and 
heavy toll of lives in 
shown in the mortality re 
ary, issued by the 
health. During that 
showed, 187 persons 
enza, a decided increase 
with the average of 26 for the 
twelve months A total 
died .of pneumonia during 
compared with the 
the past year 


pneumonia took 


New Jersey w: 


State department o 


month, the 
when compare¢ 


of 523 


that 


matter up for fur- 


port for Febru- 


report 


succumbed to influ- 


past 
people 
period, 
average of 168 for 


ecticut avenue and K street, Wash- 
known as: the Draper 
secured by the Masonic 
will tear down the 
11-story office build- 


- { onl 


4 


which 
and erect an 


ing on the sit Che building will be 
a ot mode ri reprool construction and 
s| will have every up-to-date convenience 


| 
trontage on Connecticut 


feet and on K street ot 
with a total area oft 


| The site has a 
avenue ot 10% 
43 feet 9 inches, 

;| 8,468 square feet 

The Masonic Mutual will occupy the 
upper four floors of the building, re- 
moving its offices from the temporary 

| quarters occupied in the Homer 
| building. 


t 


now 








Re 


He 
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tory pro- | PASSES UP CHILD ENDOWMENT 


HOLDS “PIG MARKETS”| BOMB FROM __ INDIANA. “re also faced with the statutory px 


vision that a company becoming @G 


es ar eae linquent for this tax cannot be rel-| pacific Mutual States That It Does Not 
censed in the state tor two ycCal 


PEORIA LIFE CONTEST neeet wee THROWN BY McMURRAY (pata Re ey Moan? pant x - Believe There Is a Demand 
a eee ve im 61 i for Policy 




















imate ——_ 1 number of ld en were in the d 
: 2 —_ Brines C partment offices within an hour aft 
Results of “Bring Home the Bacon” | Indiana Commissioner Brings Compa- | |, bad heen sent ont and on Tuceda Mutual Lif on 
. respects ; " gee ating ihe lac c utual tle has bt ; 
Event Estimated by President May _ | nies to Time for Delay in Pay- ( ‘s were coming from all the hom ring the issuance of a child’s endow 
> = thin reach m that rt t t licy largely for educational pur 
as Close to $6,000,000 ment of Taxes \\ ‘ | or « . 
a t OTN 
: ; Mr. McM | agents tl has decided 
Peoria I s now hol n-| INDIANAPOLIS, IND. March 29 | ailcaes dint al comaie daen aan tie ch a contract. It state 
Pig Markets lark e close | Commisstonet r. S. McMurray “threw |? alae Pe : e oll general agent reque 
the I ing Fiome the Bac n ( tes Ss e”’ into | 4 1 \i ( ‘ ( it wa rol 
h } | tur \ ‘ine tl the 1 ec st ‘ bu 
4 S PEE il ( t ( i ik 
iny s 1 al oO nun ( Ss » do business u in i nat een I : 5 Wa ‘ , I “ Pac cM I 
contest 1 er not t of t nd Pass Mississippi Exemption Bill 1 contract of this kind some year 
| ‘ oO cs ‘ > i ‘ = TT. ‘ : os ‘ ] ‘ } ear Ss | i , 
d closed i ili a com- thev would not ; nsed unt \l t . rns did | 
nv hie < sta M 1 yitn cs a 
S live t hon 5 ! cas l low ( . ( 
( Simil co ¢ S in ( < ( t I : 
rvais < ‘ ] cam- ( slOV 1 ti Sé I 
ri ( S ) tl ent r ti st s 7 
oO l ' oO! ne ( r¢ O 
7 { ‘ i 
a I rt | t ‘ sufhe 
the val ( i} ( 
ue iro Lie Li 
tin held ih rel a pic ior $100 a day ) } da ‘ i . ' ' 
uSsiO! ill the state cony ons is | which was M h 2, whi int t ef ries 1 LU of th Yates on Executive Committee 
e in its various phases ch of these coi tarted with an defs \ . Penn Mutu 
Quarter Million Men Honored | . ! . ed , ty f t 
ir Fur re, yf tt 
\ ‘ ! » es } } ‘ A. Pyre, y r 7 “ — h: — r 
‘ i ¢ > | V ) ost 1 cd ( 2 ‘ ! ent ! p , . ) ‘ " 
gents whe Gg ! Com- | . i 
"s ( \l ( S ‘ is | 
vide l | i nt 
! Mn SI a + | 
, , } 
il ll 1 oO rene ~ 1< | 
cat Ie \ } ? ( — 
lems at the 1922 co FI 
a pw, IX ( dy I, | _ ( " - 
r Schmitt, J. M. Horton, H. | 5() ) 
L Aver , | ublic Savings insurance UO 
F. H. Avery, T. E. Rogers, H. | = “i 
I. Van de Walker, E. B. Seidel and G 
Sen! | <) . . . 
is Indianapolis, Indiana 
Plan of the Contest 
j J 1 | — . 
he idea of the “Bring Home the | 00 atl | , | an: 
sacon” ontest 1s to epresent each $25 Operating on y In Inc lana 
‘ $1,000 of business written by a small 


asteboard cut-out pig, which is re Guaranteed : ' 
deemed at the Pig Market held in each 0. * FFERS to all agents a big opportunity 
state at the conclusion of the contest. | to a Child O to add to their income by writing 
Sr alee Sn ee oe ordinary life insurance on children 
from age of 1 day to 15 years. Policies are 
issued in sums of $500 up to $2,500. Here 
is a chance to open new avenues and offer 
IN TEN a larger family service. There are demands 
FIFTEEN for children’s insurance on the ordinary plan. 






the most successful ever conducted by 
he company. President Emmet C. May 
estimates that result of the contest this 
vear will in the neighborhood of 
$6,000,000. 





he agency organization is now look- 
ng ltorward to the annual President’s 
. aes 
Month campaign in May, during which 
month the production is dedicated to 


OR . 
> nn" i iia on < , Comp: » 
President May. [he Public Savings Insurance Company 


TWENTY began business in 1910. It writes ordinary, 

YEARS intermediate and industrial insurance. It 
now has over $32,000,000 of life insurance 
in force in its home state, $18,000,000 of 
which is on children. 


[S BUSINESS INSURANCE GOOD? 








Here’s One Corporation That Has 
Received $500,000 Under It In 
Less Than Three Years 


ISSUED 
AT ANY AGE 


No one has to introduce this company to 








\ugust J. Bulte, of Kansas City, one people of Indiana. It has a large and ag- 
the five from that cit : the One Day to gressive agency organization that is making 
se ane cac¢ - ) ‘ “] ; e 
rap nego oypode ; ad , ; - so — Fot rteen Years itself felt. 
payable to the Larabee Flour Mills Cor 
poration of Kansas Cit Novem- | 
ber, 1919, three othcials of t rpora- | 
tion applied for life insurance for 
S$H00,000, payable to the ‘orporation The | 
ippication for imsurance ot $200,000 For Further Particulars Write 
‘ach on Frank Larabee, Fred G. Lara- | 
ber 1 August J. | te 1 id 
policies issued to the two latter. Fred 
: Carl G. Winter, President 





Larabee died the following Marc! | 
ng paid one premium \fter having 
ye dental work done and tonsils re- | 


hook Leche peed = oct | Ordinary Insurance 


Charles W. Folse, Seoretary 





$100,000, in Septe: ber, 1920 i lied | 

_June, 1921, after one Pp nium, F( yR CHII DREN 
Bulte’s policy has drawn three prem- | ‘ - Nios 
tums In two years this corporation | 
has collected $500,000. havine paid out | 


about $17,000 in premiums Education : Business : Marriage 


Home Office: 
Indianapolis, Indiana 


Arthur W. Childs, on: ) the most 
prominent and successful insurance men | 
of northern New England, head of the | 
Childs Agency of Manchester, N. H and | 
for some 25 years representative of the | 
Travelers in Manchester, died recently in 
St. Petersburg, Fla 











XUM 





12 


THE NATIONAL 


UNDERWRITER 


March 30, 1922 





i 


= = ———————— 








————E x 











| Great Southern Life 


Insurance Company 
HOUSTON-DALLAS 


**Texas’ Hundred Million Dollar Company’’ 


Has never issued a policy with 
Double Indemnity 
Premium Reduction 
Coupons 
Group Insurance 


(No frills or trimmings) 


Issues only 


Plain, Simple Contracts 
Full Reserve Values 


(Cash, Paid Up or Extended Insurance) 


Full Total Disability Benefits 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
All business conducted on strictly cash basis. 


E. P. GREENWOOD, President 


treatment. 








} 








| 


A. C. BIGGER 
President 





Da 


AMERICAN LIFE 


Reinsurance Company 


OFFICES : 


DALLAS, -- 1000 Main St. 
CHICAGO, 29 S. La Salle St. 


Life Reinsurance in Force 


Third Anniversary, March 10,1922 - - - - 


$28,134,977 


Prompt Service from Both Offices 
Maximum Security to Treaty Holders 


FRED D. STRUDELL 
Secretary & Actuary 














First —Our rates are right 
Second—Our policies are attractive 


Security Mutual Agents are successful 


WHY? 
The reasons are many 
Third —Our Company is reliable 
Fourth—Our agents have our co-operation 


We can give good men good territory 


If you are interested, address 
od inj k Supt. of Agenci 





SECURITY MUTUAL LIFE INSURANCE CoO. 


BINGHAMTON, N. Y. 











sell Life Insurance and Life Insurance Stock i 

. The men wh lify now in the sale of the stock of this 
Are You Permanently Established? Company will be preferred in the matter of appoint- 

Write “on Tene . ments, when the Company is organized 
r 
Pennsylvania Ohio—West Virginia HERE be — nnn te —- CAN = QUALIFY ? 
rite for particulars. ive experience and references. 
PHILADELPHIA LIFE INSURANCE CO. pie geen ge 
PHILADELPHIA 30 N. La Salle St., Chicago 
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STAGE BIG MEETING IN OMAHA 
Near 200 Life Underwriters Hear Bill- 
heimer, of Franklin Life, Talk 
on Salesmanship. 





The regular monthly meeting of the 
Omaha Life Underwriters was ampli- 
fied Saturday, March 25th, by a special 
dinner and a rousing talk by W. E. 
Billheimer of St. Louis, salesmanager 
of the Franklin Life. Nearly 200 agents 
were present and carried away ideas 
and enthusiasm that will profit them. 

Billheimer’s Sales Talk 

Mr. Billheimer gave an interesting 
talk, enlivened by four platform demon- 
strations. His general subject was 
“Life Insurance Salesmanship,” and he 
used four of the agents in these demon- 
strations of closing as prospects for 
income policy for son, for daughter, for 
a wife and for life after sixty. He said, 
in part: 

How many men here have prospects? 
I once asked a man if he had any pros- 
pects. He said yes. I have eight. What 
were they. One man said come see me in 
March, one said see me in June, another 
had a change in age and said to see him 
then. If you are a salesman you don’t 
have prospects you have policy holders. 

I have been asked how I meet a pros- 
pect’s objections. I don’t meet him. I 
don't hear him, I just go ahead and sell 
him, Don't raise a combative conversa- 
tion. When you do if you beat him he 
remembers it and he never feels right. 


Evade Competition 


How do I meet competition? I don't 
meet it. I run away from it. I leave it. 
It is not good selling to meet it. If four 


or five men are in competition for a risk 
it may get heated and you may do some- 
thing you will be sorry for. You 
have one chance in four or five of win- 
ning out and you may spend a couple of 
weeks on the case and any man who car- 
ries a rate book knows two weeks of 
work, free from competition, is worth 
more than a one in four chance on a com- 
petitive case. 

I have been asked how do you get your 
applicant examined. I take him to the 
doctor. What if he won't go now? You 
never are as complete a master of your 
man as when he has just signed the ap- 
plication. You can increase your busi- 
ness by 25% at the doctor’s door. When 








| March 1 to June 
only | 


yourself would you buy a $20,000 policy 
from a man with a face like that? The 
facial development is just as susceptible 
of development as any other thing. The 
voice plays a large part in salesmanship 
and is as capable of proper development 
for selling as for oration. Vocabulary is 
also of first importance. 


Getting the Momey 


I have been asked “Can you give any 
suggestion as to how to get the money 
with the application?” Sure, ask for it. 
I told that to a young man who had had 
trouble in writing and getting settle- 
ments and he went out the next day and 
came in with three applications and the 
settlement for them. He said he never 
had been told to ask for it. Don’t turn 
the reins of the conversation over to your 
man and tell him to drive. You do the 
driving. Ninety-nine percent of the men 
who buy know nothing of life insurance. 
Ninety-five percent of the men who sell 
it know less. 


*x* * * 
Wichita, Kan.—The Wichita associa- 
tion at the beginning of the second col- 


lege semester was successful in having 
Fairmount College, at Wichita, institute 
a departmentin life insurance, in whicha 
class of about 40 members enrolled. The 
class room work of one hour a week is 
supplemented by one hour's address by 
one of the members of the association. 
Huebner’s text is used as the textbook. 
The interest in the subject has been ex- 
ceptionally keen. While most of the 
class is composed of men there are a 
number of ladies taking the course. 

At the March meeting of the associa- 
tion the following officers were elected 
for the following year: President, J. E. 
Boyer; Ist vice-president, John Schu- 
macher; 2nd vice-president, W. F. Dean; 
secretary-treasurer, Richard I. Hill. At 
this meeting there were ten new applica- 
tions for membership. 

The program for the meetings from 
1 will consist of the lec- 
tures given by the members of the asso- 
ciation at Fairmount College. The col- 
lege lecture is given on Friday and it is 
represented to the association the foj- 
lowing day for discussion, 


. = © 
Atchison, Kan.—The newly organized 
Association of Life Underwriters of 


Atchison held its second meeting Satur- 
day. H. C. Hansen of the Penn Mutua! 
is president; R. C. Johnson, New York 
Life, vice-president, and J. E, McCabe, 
Columbian National, secretary-treasurer 


| The association hopes to have a membe1 


your man goes in the doctor’s office he | 


becomes the seller. 
his family history. He has to sell his 
heart, his lungs, his urine, his blood pres- 
sure. Outside the door you ask the doc- 
tor “Well, how is he, all right doctor?” 
Doctor says, “Oh, fair.“ “Will you pass 
him for $2,000 doctor?” “Yes, I guess so.” 
“Doctor, would you pass him for $5,000?" 
“Why yes, I guess I could,” “Well now, 
Mr. Jones, while you can get it right now 
hadn't you better take $5,000 and not 
have to go through all this worry and 
trouble again and you might not get by 
later.” 

Facial expression is a great factor in 
successful salesmanship. 


First he has to sell | 


Just go home | 


and look in the glass and sell yourself a | 


$20,000 policy. Watch your face and ask 


ship of about 35. 
es « @ 

New York.—An intensive drive to se- 
cure new members will shortly be under 
taken on behalf of the New York Asso- 
ciation, through which it is hoped to add 
at least 100 new members to the roll be- 
fore June 30, the end of the association's 
fiscal year. On May 1 the office of Secre- 
tary J. Elton Bragg will be removed to 
the Union Indemnity building, 100 Maiden 
Lane. 





William R. Corson, vice-president and 
treasurer of the Hartford Steam Boiler, 
has been elected a director of the Con- 
necticut Mutual Life to fill the vacancy 
caused by the death of William C 
Skinner. 








National Temperance Life Insurance Company 


Now being organized—Capital Stock $100,000 
A RARE OPPORTUNITY 


For Abstaining men of character and ability 
who know Temperance people and who can 
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WITH INDUSTRIAL MEN 








CHANGES IN JOHN HANCOCK , 


Number of Promotions Are Announced 
by the Industrial Department of 
the Company 





The John Hancock Mutual Life an- 
nounces that Edwin M. Winslow, with 23 
years of service in office and field, is 
transferred as home office inspector from 
the department of investigation to the 
organization branch. To fill the position 
made vacant by the transfer of Mr. Wins- 
low, Robert B. Witham, formerly an in- 
spector within the department, is given 
the title of home office inspector, devot- 
ing his full time to the division of in- 
vestigation. Levi James, with 20 years’ 
service, first in the field, 
and later as superintendent of the 
greater New York transfer agency, is 
made home office inspector to serve in 
the investigation branch in and about 
New York. Ralph W. Bonney is made 
home office inspector to serve in the or- 
ganization branch. He entered the com- 
pany’s service in 1901 as cashier in the 


New England agency, later was made 
application inspector in western agen- 
cies, and more recently was assistant 


superintendent in the Worcester agency. 
Clarence N, Woodworth was made home 
office inspector connected with the in- 
vestigation branch. He has been in the 
field for more than 15 years. Mae Kuhn 
is made head of the Greater New York 
transfer agency. Miss Kuhn was the 
first member of this branch of service 
when the agency was established more 
than 17 years ago. 

The following named have been pro- 
moted from the agency ranks to assist- 
ants in the districts of their service: 
Charles H. Liberatore, Yonkers; Herman 
L. Sweetow, Chicago No. 1; Paul J. 
Spanolia, Jersey City; Jacob Seiken, Bay- 
onne; Carl G. Weitz, Providence; Wilber 
J. Hummer, Elizabeth. 

Those promoted and transferred are 
George E. Dailey, from agent at New 
Britain to assistant superintendent at 
Meriden; Oliva Gamoche from agent at 


|}at Whitinsville, 





then inspector | 


| sion of the 


| Mr. 


|} down with the 





Fall assistant superintendent 


Mass. 


River to 


Assistant Joseph Shelley is transferred | 


from Jersey City to New 
Office, and Frank A, Martine from Yon- 
kers to Mt. Vernon Detached Office. 

Roy L. Fiddler is promoted from as- 
sistant cashier at Chicago No. 3 to cash- 
ier at Chicago No. 2; Alfred Bernard from 
assistant superintendent to assistant-at- 
large at Woonsocket. 





Joint Meeting at Pittsburgh 
Frank A. Wesley of the Wesley 
agency, Pittsburgh, addressed a combined 
meeting of industrial agents of the 
John Hancock and Metropolitan last Fri- 
day on “What Pittsburgh Underwriters 
have done for Life Insurance.” 





Honor Prudential’s Omaha Manager 

The agency force of the 
Omaha, with their wives, made an occa- 
25th anniversary of Manager 
J. J. McMahon's connection with 
company to give him a surprise 
Saturday evening. Richard Doody, 
eran agent of the local office, 
McMahon with an emblem commemo- 
his service One hundred sat 
guest of honor, including 


vet- 


rating 


|}a few out-of-town company employes. 


| very 


| No. 3 





Prudential News 

Agent Charles H. Leach of 
dential at Philadelphia 4 is determined 
to make this, his twentieth anniversary 
year, a banner one and he celebrated hi 
anniversary week in true 
style. In company with his assistant 
superintendent he wrote over $20 of in 


Prudential at | 


the | 
banquet | 


presented | 


York No. 5 | 


the Pru- | 


Prudential | 


dustrial and $25,000 of ordinary new 
business Mr. Leach now leads the | 
agents of Division D in industrial, stand 


and in 
condition of 


No. 6 in ordinary 
satisfactory 
Agent Frank DiRenzo of 
is the leading agent 


account 


| production in Division D this year He 


is closely followed by Agent Harry L 
Horst of the Philadelphia No. 10 district 
Milwaukee 2 district is prominent on 


addition has a | 


Philadelphia 
in ordinary | 


p Founded 1865 


THE PROVIDENT LIFE AND TRUST 
COMPANY OF PHILADELPHIA 


Penna. 


Vice-President Coolidge says, “‘Look well then 
to the hearthstone; therein all hope for America 
lies” 


The man who is looking well to his hearth- 
stone is very apt to take out an endowment policy. 
It will carry out his purpose for his home if he 
dies, and it will also keep the fire on his hearth 
in his own old age. 


And it is an unselfish policy, for it does not 
shift upon his children the provision for his own 
old age. 


Fourth and Chestnut Streets 
Philadelphia, Pa. 
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—s Corn HOUSTON, TEXAS. 


In giving a definite service to its agency force and its 
policyholders the Union National Life is giving more than 
a mere common day help. 
service, one that is appreciated by policyholders and one 
that will reflect itself in the attitude of the policyholders 
toward the agent in the field. 


It is giving a very definite 





Service to Policyholders and Agency Organization 


Union National Life Insurance Company, Houston, Texas 


©) A 


* 


Thus it is that the agent is a good deal more than the 
representative of the company in his community. He is 
an integral part of the organization of the Union National 
Life, and his position is secure. 


If you wish to develop yourself i in your community and 
become a part of an organization where the problems of 
the local agents are appreciated, write a letter to 























14 THE NATIONAL 


| 





eer EQUITABLE LIFE ** | 


Insurance Company | 
OF IOWA 


Results of 1921 











A WESTERN, MUTUAL, ANNUAL DIVIDEND. 
OLD LINE COMPANY 


The Company for Policyholders and Agents 





























f Seaiaisisdenieaammen ~- - 7 — : | 
: The Trend of Business Is To- | 
: ‘ ward This Sterling Company. : | 
1 | 
\teReinsuramnce Life< 











The Farmers & Bankers 
Life Insurance Company _ || 


Invites Inspection—Inquiry of Integrity | 


It Issues 


POLICIES THAT ATTRACT | 


And maintains a relationship with its Agents that 
creates a genuine spirit of loyalty between Agents 
and Company 


Home Offices; Wichita, Kansas 























| Georges +l 


UNDERWRITER 


the list of leading assistant superintend- 
ents and agents in industrial, the follow- 


ing names appearing on recent lists: 
Assistants—W illiam E Raasch and 
James P. Heinen. Agents—Joseph N. 


Schmidling, Anton L. Wirtz and Mathew 
Mvysnewski . 

Assistants Charles W Wilson and 
Varner, both of Davenport 
lowa, are among the top-notchers in 
ordinary so far this year 

Davenport lowa, is also represented 
) the list of leading ordinary agents 
by Ralph Jaenicke and John H. Harris 

Agents Earl Graves of Madison, Wis., 
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is coming right along in ordinary this 
year. 

Agent Gustave J. Crikelair of Oshkosh 
Wis., has been advanced to assistant su- 
perintendent at Sheboygan, Wis. 

Agent Martir Kk. Gale has assumed 


charge of the Watertown, Wis., assist- 


ancy. 

Agent F. W. Buck of Detroit, Mict 
is continuing his top-notch work in 1922 
Besides maintaining a splendid conditio) 
of account, he leads not only the Detroit 
1 district, but also stand No. 1 in in 
dustrial net iners e for Division J He 


stands No. 2 in ordinary net issu 














through the banks with its own agents 


S. J. Rice 


lhe Prudential has appointed S. J. 
Rice as manager for Kansas with head- 


} quarters at Topel i He will have as- 


sociated with him as assistant manager, 


en 
John T. Lagerstrom. Mr. Rice has been 


with the Prudential for 25 years. He 
became connected with the company, 
July, 1897, and resigned about a year 
ago. He now returns to his old love. 


Cerf Agency Changes 


David B. Adler, superintendent of 
agents of the L. A. Cerf general agency 
of the Mutual Benefit in New York, 
who has been in direct charge of the 
t4th street branch, has been made dis- 
trict manager for Westchester county, 
effective immediately. He will be suc- 
ceeded as manager of the uptown 
branch of the Cerf agency by J. H. | 


 — 


| . TALKS WITH LIFE 


ANY life insurance men have said 

during the last couple of weeks 
that they find it somewhat easier to 
close business nowadays. Cases that 
were hanging fire have been definitely 
disposed of. Prospects are not so much 
inclined to hold off, and to ask for time 
to think “ over. Particularly department 
heads, managers and others holding the 
more important positions with business 
institutions know where they stand. The 


| feeling of uncertainty that was generally 


to be found among all prospects six 
months or so ago is gradually disap- 
pearing. The idea of most business men 


| now is that things are not going to get 


any worse, and that the question of tak- 
ing out life insurance can be seriously 
considered 

* * * 


William D. McGurn is an official of 


| the $200,000 Club of the New York Lift 


In his earlier days he was a bicycle 
racer. Mr. McGurn found that he could 
succeed in winning bicycle races by 
doing great work on the last lap. It 
was then that he showed real form, dis- 
played his grit and staying qualities. | 
Last year he paid for 301 cases, aggre- 
gating nearly $1,750,000. Mr. McGurn 
says that selling insurance is like a 
bicycle race. The riders pedal round | 


Insurance in Force...............--..: $286,934,616.49 - 
Admitted Assets. . . cet eeeeeeeeees Settee $ 39,234,839.04 LIFE AGENCY CHANG ES 
Ratio of Actual to Expected Mortality............34.7% arr, 1 PUN 
68% of all business written since organization still in force. — 
|BLOUNT IS STATE MANAGER | Huntington, Jr.. who up to the present 
. . . . } } - ; 1, 1., +3 . r 
For information regarding Agencies ss - ad charge of the educational work 
Address:—Home Office: Des Moines Northwestern National Life Makes | Mr. Al od oe ee 
New Arrangements for Handling velopi the uptown office rhis 
the Illinois Territory fice was started in 1917 with a nucleus 
——— four me In 1921 it had 32 full time 
| Harry Wood Blount. who was for- oe s, ho paid for more than $5,000,- 
rly an official of the First Trust & | wi ' 7 : ere 
|| Savings Bank of Macomb, IIL, has been aca Bree aed cry De Hoe 
ippointed Illinois state manager of the gents along educational fines, and nas 
Northwestern } North stern National Life of Minne- | their « - , ca good will for his 
|| apoli He has taken headquarters in | ' work, oa 
NJ ti ] Lif I } | the Continental & Commercial National J. A. Jenkins 
|| Bank building in Chicago. Mr. Blount SES ste .2g- gee a 
a a 1 O nN a ] e n Su r a nN Cc = was haves af Macomh and has alwave : bs “ol 4 oe “ A fe. V <8 _ 
) bn identified with that communit hase department of the Equitabl 
|| He has had a fine business experience. Lif Ni York in the field hes re 
ompany sc Macicnesten “Masionad Pie com \aieast wc evense sncestsaes ouch Severe 
|| become more active in Illinois and with = ent Frank - Levy of — a leans 
> its bank plan has already interested . we 2s seagate pede hpsteil 
MINNEAPOLIS, MINN. a number of financial institutions. The | ™°M’ Cf Cerritor ae f New Orlean 
Northwester1 National Life works W. B. Peake 


Announcement is made of the appoint- 
Manager H. E. Sorensen of W. 


Tle ait ‘ i 

B. Peake a assistant manager of the 

Aetna Lif general agency at Omaha. 

Mr. Peake has been associated with the 

Aetna Omaha agency for six year and 
in est lished resident of Omaha 

with a wid icquaintance in business 

id churel rele 


Life Agency Notes 

I \ Lewis, formerly assistant man- 
ager for the Equitable Life of New York 
in Chicago, has been appointed agency 
manager in New York City. 

W. M. Anderson, who has been with 
the Northwestern Mutual Life at Bloom- 
ington, Ill... has been appointed district 
manager of the Pacific Mutual Life in 
charge of MeLean and Woodford coun- 


Harvey Ingham, formerly manager of 
the Wausau, Wis district for the Mu- 
tual Life of New York, has left that 
district to take up work in Milwaukee. 
Mr. Ingham has been appointed city 
superintendent of agents in Milwaukee, 
und will take charge at once 


INSURANCE MEN | 


and round the tracks, some riding stead 
ily, others making spasmodic bursts of 
speed, still others falling back as the 
race progresses Some of the latter 
work up to the front again and often 
stay there. 

The New York Life, in commenting 
on Mr. McGurn's work says, “The real 
race comes in the last lap. Then it is 
that the riders grip the handlebars, 
and settle down to serious work, Then 
they put forth every ounce of energy 
that is in them. The prize depends on 
staying power. The preliminary work 
must be good, but the last lap decides 
the winner. 

“Many salesmen are able to interest a 
good proportion of the people with 
whom they talk, but their one trouble 
is the last lap—closing the sal rhe 
last lap comes when the prospect says, 
‘All right; I'll look it over and let you 
know.’ Or, ‘I’d like the insurance, 
but I haven't got the money’—as a 
matter of fact. he has the money, or 
could get it if he really wanted to—and 
so on to the end of the chapter 

“Many good men fail in the last lap 
who would be winners if they would 
stick just a little longer.” 

* *« * 


\ New York Life man relates an in- 
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“I have found in my experience many lA 
teroom or an men 
heard representatives 


dent that carries with it a valuable les- 


He sat in the an of this nature have but few invest- 


when he 
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TTACKS SAVINGS-INSURANCE 


SENDING OUT REFUND CHECKS 
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Agents for this Company 


always find us ready to help in doing 
whatever is best for the growth and 
advancement of their interests. | 


The active aid and cooperation of the 
officials of this Company—with years 


of insurance experience—is always 
open to our agents. 


Our Life Insurance Contracts are right 
up-to-the-minute. Our Agency Con- 


State Life Insurance 


A. C. TUCKER, President 


DES MOINES 





We can 


tracts are more than liberal. 
give good men good territory. 


You can have a real confidence in your 
own future when you become identified 
with the State Life. 

If you are interested, write us. A letter 
will receive the same courteous atten- 
tion as a personal visit. 


Company of lowa 


- IOWA 
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s4 Jotel Ia. Salle 


7+ Chicago’s Finest Hotel 
Hotel La Salle has won this 


title with an experienced and 
critical public because of its 
happy blend of old and 
new ideals. 


Hotel La Salle 


answers every modern demand 
in equipment, cuisine and serv- 
ice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 












































More Than 1!4 Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this company. A study of the 
following growth in ten years is invited: 





Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 
Assets $ 5,614,764 $10,279,663 $ 28,295,931 
Policies in Force 371,106 613,615 1,294,394 
Insurance in Force 49,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 








Central States 


Life Insurance Company 
St. Louis, Mo. 





Insurance in force - - $58,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 




















NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the ‘‘Unique Manual-Digest”’ 
and “‘LittleGem,"’ Published Annually in May. PRICE, $3.50 and $2.00 respectively 


— — ie 








Metropolitan’s New Dividend Scale 


The Metropolitan Life has issued its 
1922 dividend book, showing the basis 
of surplus distribution during the last 
eight months of this year for ordinary 
and intermediate policies. The dividends 
have been apportioned only for such 
years as they have been earned, and 
surplus accumulated under old policies 
is not used for the purpose of paying 
dividends on later issues where none 
have been earned. For the $5,000 ordi- 
nary life policy the company continues 
its plan of refunding the difference be- 
tween the 1916 rate and the original 
1909 rate. The surplus distribution on 
each policy covers the difference in pre- 
mium and also the usual dividend. Upon 
payment of the third-year premium 
triple the difference between present 





ORDINARY LIFE 


cost and original rate is refunded, which 
adjusts the rate to the old basis for the 
first three years. At the end of the 
third year one year’s difference is re- 
funded, thus equalizing the rate for the 
fourth year’s premium in event of re- 
newal, At the end of the fourth year 
the equalization of rates is made and 
also a dividend added. There is a gen- 
eral increase in the dividend schedule 
on this policy. Dividends on the more 
recent issues of policies are effective 
upon the third year, though the policies 
issued under the former rates still re- 
main under the fifth year dividend plan. 
Dividends on four forms, the $1,000 or- 
dinary life policy, the $5,000 ordinary 
life, $1,000 twenty-pay life and $1,000 
one-year endowments, are as follows 


(Special Policy) 


Ordinary—On Basis of $5,000 








Annual Annual 
Premium Surplus distribution Premium Surplus 
Age Adopted in 1922 on policies issued Adopted distribution in 1922 on policies 
at July, in the last eight months of May, issued in the last eight months of 
Issue 1916 1920 1919 1918 1917 1916 1909 1916 5 K 
2 $ 72.45 $13.05 $4.35 $4.93 $6.31 $10.92 $ 68.10 $6.57 
21 74.00 13.35 4.45 5.02 6.41 11.13 69.55 6.68 
22 75.70 13.80 4.60 5.12 6.51 11.49 71.10 6.80 
23 77.45 13.95 4.65 65.23 6.64 11.59 72.80 6.94 
24 79.30 14.40 4.80 5.34 6.78 11.87 74.50 7.07 
25 81.15 14.70 4.90 5.45 6.87 12.09 76.25 7.19 7.53 7.88 8.24 8.60 &.99 
26 83.20 15.00 5.00 5.58 7.01 12.35 78.20 7.35 7.65 8.05 8.43 8.81 9.22 
27 85.35 15.46 5.15 5.70 7.14 12.64 80.20 7.49 7.86 8.24 8.62 9.02 9.44 
28 87.55 15.90 5.30 5.83 7.28 12.95 $2.25 7.65 8.02 8.42 8.82 9.24 9.67 
29 89.90 16.2 5.40 5.97 7.44 13.22 $4.50 7.82 8.22 8.62 9.04 9.48 9.93 
30 92.40 16.80 5.60 6.10 7.57 13.57 86.80 7.97 8.38 8.81 9.24 9.70 10.17 
31 95.05 17.25 6.75 6.26 7.74 13.90 89.30 8.15 8.58 9.03 9.48 9.96 10.44 
32 97.75 17.70 5.90 6.41 7.85 14.23 91.86 8.33 8.78 9.24 9.71 10.21 10.73 
33 100.65 18.15 6.05 6.58 8.06 14.57 94.60 8.52 8.99 9.47 9.97 10.52 11.08 
34 103.75 18.90 6.30 6.74° 8.22 15.00 97.45 8.70 9.18 9.69 10.20 10.74 11.43 
35 107.00 19.35 6.92 8.41 15.36 100.55 8.91 9.42 9.94 10.48 11.06 11.82 
36 110.45 19.95 7.10 8.60 15.76 103.80 9.11 9.64 10.19 10.75 11.41 12.20 
37 114.05 20.70 7.29 8.78 16.22 107.15 9.32 9.87 10.44 11.03 11.78 12.606 
38 117.95 21.45 7.50 8.99 16.71 110.80 9.56 10.13 10.73 11.34 12.18 13.03 
39 122.00 22.05 7.71 9.21 17.14 114.65 ¥.79 10.39 11.01 11.72 12.59 13.48 
40 126.30 22.80 7.93 9.41 17.61 118.70 10.01 10.64 11.28 12.10 13.00 13.92 
41 130.95 23.85 8.15 9.64 18.22 123.00 10.27 10.93 11.59 12.51 13.44 14.39 
42 135.75 24.60 8.39 9.86 18.71 127.55 10.51 11.20 11.97 12.92 13.89 14.87 
43 141.00 25.65 8.66 10.12 19.36 132.45 16.81 11.51 12.39 13.37 14.37 15.39 
44 146.50 26.65 8.94 10.40 19.97 137.65 11.12 11.86 12.82 13.83 14.87 15.92 
45 152.40 27.75 9.25 9.22 10.67 20.67 143.15 11.42 12.22 13.25 14.30 15.37 16.46 
46 158.60 28.65 9.55 9.55 11.00 21.33 149.05 11.78 12.66 13.74 14.82 15.93 17.04 
47 165.30 30.00 10.00 88 11.33 22.13 155.30 12.13 13.11 14.22 15.34 16.48 17.63 
438 172.40 31.35 10.45 10.23 11.69 22.98 161.95 12.53 13.58 14.73 15.89 17.06 18.24 
49 179.95 32.55 10.86 10.62 12.10 23.82 169.10 12.97 14.09 15.28 16.48 17.68 18.90 
50 188.05 34.05 11.35 11.02 12.51 24.76 176.70 13.41 14.61 15.84 17.07 18.31 19.56 
51 196.65 35.55 11.85 11.45 12.96 25.77 184.80 13.92 15.17 16.44 17.71 18.98 20.27 
52 205.80 37.35 12.45 11.91 18.43 26.91 193.35 14.46 15.75 17.06 18.36 19.67 20.99 
53 215.60 39.15 13.05 12.40 13.95 28.09 202.55 15.04 16.37 17.71 19.06 20.40 21.75 
54 226.05 40.95 13.65 12.93 14.51 29.31 212.40 15.66 17.03 18.41 19.79 21.17 22.55 
55 237.2 43.05 14.36 13.47 15.09 30.64 222.85 16.29 17.71 19.13 20.55 21.96 23.37 
56 249.10 45.30 15.10 14.05 15.71 32.06 234.00 16.96 18.42 19.88 21.33 22.78 24.21 
57 261.80 47.40 15.80 14.66 16.37 33.47 246.00 17.67 19.17 20.67 22.15 23.63 26.16 
58 275.35 49.95 16.65 15.31 17.05 35.06 258.70 18.41 19.95 21.48 23.01 24.51 26.01 
59 289.96 652.65 17.55 16.00 17.77 36.7 272.40 19.18 26.77 22.34 23.90 25.43 26.95 
t+) 305.45 55.35 18.45 16.71 18.58 38.44 287.00 19.99 21.62 23.23 24.81 26.38 27.92 
61 $22.05 58.35 19.45 17.47 19.32 40.2 302.60 26.84 22.51 24.15 25.77 27.36 28.92 
62 339.85 61.65 20.55 18.29 20.21 42.30 319.30 21.75 23.45 25.13 26.78 28.40 29.98 
63 858.95 65.10 21.70 19.19 21.18 44.43 337.25 22.73 24.47 26.18 27.86 29.50 31.10 
64 379.35 68.70 22.90 20.15 22.24 46.68 356.45 23.78 25.56 27.30 29.00 30.66 32.30 
65 401.25 72.75 24.25 21.21 23.44 49.17 377.00 24.92 26.73 28.50 30.23 31.92 23.59 


(CONTINUED ON NEXT PAGE) 





Under Our Direct General Agency Contract 


Double Indemnity 
Reducing Premiums 
SEE THE NEW LOW RATES 





BUILD YOUR OWN BUSINESS 


Disability Benefits 





66 BROADWAY 


INSURANCE CO. 
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(CONT’D FROM PRECEDING PAGE) ——— 
ORDINARY LIFE 
Ordinary—On Basis of 91,000 
probe Di ili P rovision 
Annual Annual tionin19220n Annual 
Premium Premium policies issued Premium Surplus 
Age Adopted Issued Adopted in the last Adopted distribution in 1922 on policies 
at Feb., in Jan., eightmonthsof Jan., issued in the last eight months of 
Issue 1909 1909 1907 1909 1908 1907 1901 1906 1905 1904 1903 1902 1901 Clai av be made as soon as disability occurs—no 
20 $14.82 $0.71 $15.50 $1.39 $1.44 $1.48 $15.84 $1.87 $1.92 $1.97 $2.02 $2. 08 $2.13 laim may : y 
21 15.13 -72 15.84 1.43 1.47 1.52 16.18 1.91 1.96 2.02 2.07 2. 2.26 probationary period. 
22 1648 (74 1619 145 149 184 1666 196 201 206° 217 229 241 
23 15.85 .76 16.57 1.48 1.53 1.58 16 94 2.00 2.06 218 2.30 243 2.56 | f 
24 16.21 :77 16.96 1.52 1.57 1.62 17.34 2:08 2.20 2.32 2.44 2.57 2.7 
Payments, begin immediately on approval of claim 
25 16.62 .78 17.87 1.53 1.59 1.71 17.75 2.21 2.33 2.46 2.59 2.72 2.86 
26 17.02 ‘82 17:80 1.60 1.71 1.83 18.19 2.35 2.48 2.61 2.74 2.88 3.03 —e probationary period. 
27 17.46 193 18.26 1.73 1.85 1.97 18.66 2.50 2.64 2.77 2.91 3.06 3.21 
28 17.91 1.01 18.73 183 1:96 209 1914 263 2.77 291 3.06 3.21 3.36 
9 F > 9 99 97 »Q° od 99 ° -¥t. 
29 18.39 1.10 19.24 1.95 2.09 2.22 19.66 2.78 2.92 3.07 3.22 3.38 3.54 Monthly payments, lifelong, conditioned on perma- 
30 =.18.91 1.20 19.77 2.06 2.20 2.34 20.20 2.91 3.06 3.21 3.37 3.53 3.70 nence of disability. 
31 19.44 1.28 20.33 2.17 2:31 2.46 20.78 3.06 3.21 3.37 3.53 3.70 3.87 
32 20.01 1.36 20.92 2.27 2:42 2.57 21.38 3.19 3.35 3.51 3.68 3.85 4.02 
33 20.59 1.44 21.54 2.39 2:54 2.70 22.01 3.33 3.50 3.66 3.84 4.01 4.19 , : ‘ — 
34 21.22 1.50 22.20 2.48 2.64 2.80 22.68 3.45 3.62 3.79 3.97 4.15 4.33 Immediate waiver of future premiums—no waiting 
35 21.89 1.59 22.90 2.60 2.76 2.93 23.40 3.60 3.78 3.96 4.14 4.33 4.51 until next anniversary. 
36 22.59 1.65 23.68 2.69 2.86 3.04 24.15 3.73 3.92 4.10 4.29 4.48 4.67 
3723.34 1 73 24-40 279 296 S14 24.94 387 4.05 424 443 4.63 4.82 
38 24:14 1.82 25.23 2:91 3.09 3.2 25.78 4.01 4.20 4.40 4.60 4.79 4.99 . : : : 
39 «24.96 1.88 2611 3.03 3.21 341 2668 4.17 4.37 4:57 4.77 4.97 617 Full amount of neuen see when enpent m dies, 
isabut ayments or for pre- 
40 25.86 1.96 27.03 3.13 3.32 3.52 27.62 4.31 4.51 4.72 4.92 6.13 5.34 without _—— eal y pay P 
41 26.80 2.04 28.01 3.25 3.45 3.65 28.63 4.47 4.68 4.89 5.10 6.31 5.52 s ived. 
42 27.78 2.09 29.05 3.36 3.57 3.78 29.68 4.62 4.83 6.04 5.26 5.47 6.69 miums wa + coy 
43 28.85 2.20 30.16 3.51 3.73 3.94 30.82 4.81 5.03 5.25 5.47 5.69 5.90 ~~. iii sae ES : 
44 29.98 2.30 31.35 3.67 3.88 4.10 32.03 5.00 5.22 5.45 5.67 5.89 6.11 ’ lat h f 
This new disability provision brings the service o 
45 31.19 2.41 32.60 3.82 4.04 4.27 33.32 5.21 5.44 5.67 5.89 6.12 6.34 
463247 252 33.94 S99 421 444 3468 G41 5.64 5.87 G10 633 656 America’s oldest legal reserve life insurance company 
47 33.83 2.63 35.36 4.16 4.40 4.63 36.14 5.65 5.88 6.12 6.35 6.58 6.81 . . : : 
48 35.27 2.76 36.88 4.37 4.61 4.85 37.69 5.90 6.14 6.38 6.61 6.85 7.08 still-closer to the needs of the insuring public. 
49 36.82 2.90 38.50 4.58 4.83 5.07 39.34 6.16 6.40 6.44 6.88 7.12 7.35 
4 
50 38.49 3.03 40.24 4.78 5.03 65.28 41.12 6.40 6.65 6.89 7.14 7.37 7.61 . 
51 40.25 3.23 42.08 5.06 5.31 5.57 43.00 6.74 6.99 7.24 7.48 7.72 7.95 For terms to producing Agents address 
52 42.11 3.42 44.03 5.34 5.60 5.85 44.99 7.07 7.32 7.57 7.82 8.06 8.29 
53 44.13 3.63 46.13 5.63 5.90 6.16 47.13 7.42 7.67 7.93 8.17 8.41 8.65 
54 46.26 3.85 48.37 5.96 6.23 6.50 49.42 7.81 8.07 8.32 8.57 8.81 9.05 
= 
55 48.55 4.09 50.75 6.29 6.56 6.83 51.86 8.21 8.47 8.72 8.97 9.21 9.45 Th M tu | L f | C 
56 50.98 4.33 53.2 6.64 6.92 7.19 64.45 $.62 8.88 9.14 9.39 9.63 9.87 e u a I e nsurance om an 
$7 53.59 4.60 56.02 7.03 7.31 7.59 657.24 9.08 9.34 9.60 9.85 10.10 10.35 
58 56.35 4.87 58.91 7.43 7.71 7.99 60.20 9.55 9.81 10.07 10.33 10.59 10.84 
59 59.34 5.15 62.03 7.84 8.12 8.40 63.38 10.03 10.40 10.56 10.83 11.08 11.34 of New York 
@O 62.51 5.43 65.41 8.33 8.62 8.90 66.78 10.55 10.83 11.10 11.36 11.63 11.89 . 
61 65.92 5.70 68.91 8.69 8.99 9.28 70.41 11.06 11.34 11.66 11.89 12.16 12.42 34 Nassau Street, New York 
62 69.55 6.96 72.71 9.12 9.42 9.71 74.30 11.59 11.88 12.16 12.44 12.71 12.98 
63 73.46 6.19 76.80 9.53 9.84 10.14 78.47 12-11 12:40 12.69 12.98 13.25 13.53 : 
64 77.64 6.41 81.17 9.94 10.26 10.56 82.94 12.64 12.94 13.23 13.52 13.80 14.08 
65 $2.11 6.57 85.85 10.31 10.63 10.95 87.72 13.13 13.44 13.74 14.03 14.32 14.61 
ap onthe YEARS OF PROGRESS 
Ordinary—On Basis of $1,000 SIX 
Annual Annual End of Year Insurance in Force Reserves Assets 
Premium Premium : ; 
Age Adopted Issue Adopted Surplus distributien 1916 $1,504,904 $9,778 $429,373 
at July, of Feb., in 1922 on policies issued in the last eight months of 
Issue 1919 19191908, 1917 1916 1915 1914 1913 1912 1911 1910 1909 1917 3,014,388 43,502 678,555 
1 $22.37 . 20.80 $1.12 $1.26 $1.41 $1.57 $1.73 $1.81 $1.89 $1.98 $2.16 
16 22.70 2.17 21.11 112 1.26 1.41 1.57 1.73 1.81 1.90 2.00 2.19 100,914 775,154 
17 23.04 2.23 21.41 112 1.26 1.41 1.87 1.74 1.82 1.91 2.05 2.2 1918 4,507,824 ° ’ 
18 23.39 2.2 21.74 1.12 1.27 1.42 1. 1:74 1.83 1.92 2.08 2.28 
19 23.76 2.2 22°08 112 127 1:42 1558 1.75 1:84 1:93 2:12 232 1919 8,556,794 205,203 941,380 
20 24.14 2.35 22.42 1.12 1.28 1.43 1.59 1.75 1.84 1.97 2.17 2.38 
21 24.55 2.39 22.73 113 1.28 1.43 1559 1:75 1184 2501 2°21 2'42 1920 12,112,174 365, 286 1,127,761 
22 24.95 2.44 23.17 1.13 1.28 1.43 1.60 1.76 1.86 2.06 2.27 2.49 
23 25.38 2.49 2357 114 1.29 144 161 1.77 1.91 2:11 233 2°65 16 331 992 $574 921 l 367 692 
24 25.83 2.57 23.98 1.14 1.29 1.44 1.62 1.78 1.98 2.19 2.40 2.63 1921 ’ 9 ’ \ ’ 
25 26.29 2.62 24.42 1.16 1.30 1.44 1.63 1.83 2.03 2.25 2.47 2.70 ° 
26 26.77 2.70 24.85 1.18 1.83 1.49 1.68 1:88 2:09 2:31 2.54 2:77 Surplus to Protect Policyholders - $757,992.36 
27 27.28 2:78 25.31 121 1.37 1-54 1.73 194 215 238 261 2.85 
28 7.80 2.85 25.79 1.25 1.42 1.58 1.78 1.99 2:21 2:44 2.68 2:93 * 
29 28.33 2.91 26.28 1.29 146 1.62 183 2.04 227 2'50 2°74 3.00 oF $2.06 7 a oa of eae 
and a corps of live satis agents. 
30 28.90 2.97 26.80 132 1.49 1.65 186 2.08 2.31 2.55 2.80 3.06 
31 29.50 3.02 27.35 1.34 1.51 1.67 1.88 2.11 2.35 2.59 2:84 3.11 
32 30.11 3.06 37-93 136 1-38 12° 1.91 2.14 2.38 2.63 2.89 3.16 Th Sh d Lif ] C 
33 30.7 3.14 28.49 1.37 1.54 1.71 1.94 2.18 2:42 2:68 2:94 3.22 ah 
34 31.42 3.17 29.11 1.38 1.55 1.71 1.95 2.19 2.44 2:70 2.97 3.26 e éelan 0 é nsurance ompany 
35 32.13 3.21 29.76 1.39 1.56 1.72 1.96 2.20 2.46 2.73 3.01 3.29 ROANOKE, VIRGINIA 
36 32.87 3.27 30.43 1.40 1.57 1.73 1.97 2.22 2.49 2.76 3.04 3.34 a 8 See ; 
4 a et ey : 41 :75 ae ae} se 2 $4 ety xf yt General and District Agency openings in Arkansas, North Carolina, 
fe Oe a ° — ° io wo -~“- «0 «. « ° A omar . oma 
39 35.28 3.39 32.64 1.43 1.61 1.76 2.00 2.25 2.53 2:82 3.12 3.44 Virginia, West Virginia and New Jersey. 
On Agency matters address—W. F. Macallister, Agency Manager. 
40 36.18 3.45 33.46 1.43 1.62 1.78 2.01 2.26 2.55 2.85 3.15 3.47 — 
41 37.11 3.49 34.32 1.44 1.63 1.79 2.02 2.28 2.57 2:87 3:19 3.51 
42 38.10 3.56 35.21 1.45 1.64 1.80 2.03 2:28 2°58 2:89 3.21 3.54 
43 39.14 3.62 36.17 146 1.65 1.81 2.04 2:30 2.60 2.92 3.24 3157 
44 40.25 3.70 37.17 1.47 1.66 1.82 2.05 2.30 2.61 2:93 3.26 3.60 Im Business Since 1868 
45 41.42 3.78 38.24 1.48 1.67 1.83 2.06 2.32 2.63 2.96 3.29 3.64 
46 42.64 3.85 39.36 150 1.69 1.86 2.09 2.32 2.65 2.98 3.32 3.67 
47 43.96 3.99 40.56 1.52 1.72 1.90 2.13 2.38 2:71 3.05 3.39 3.74 
48 45.35 4.16 41.83 154 1.76 1.95 2.18 2.47 2.80 3.14 3.49 3.85 
49 46.83 4.34 43.18 156 1.82 2:01 2.25 2:56 2:90 3.24 3.60 3.96 
50 48.40 4.55 44.61 1.59 1.90 2.08 2.33 2.67 3.01 3.36 3.72 4.09 Emuituhe 
51 50.08 4.80 46.14 1.63 1.97 2.18 2.45 2:79 3.14 3.50 3.86 4.23 
52 51.87 65.06 47.76 1.69 2:06 230 258 2:92 3:28 363 4.00 438 Li FE INSURANCE OMPANY 
53 53.76 5.38 49.50 1.78 2.16 243 2:72 3.07 3.48 3.79 4.16 4.54 
54 55.81 6.67 51.36 1.90 2.27 258 2.90 3.25 3.61 3.98 4.35 4.73 OF BOSTON, MASSACHUSETTS 
Insures all cl of selected lives, i i licies on the ordinary, intermediate and 
55 57.98 6.01 53.35 2.05 2.39 2.7 3.07 3.44 3.81 4.18 4.55 4.94 industrial plan at all ages. It also insures against total and permanent “lsubiiiee, Policies 
P ag 
56 60.32 6.39 55.48 2.23 2.58 2.93 3.28 3.65 4.01 4.38 4.7 5.15 of the company are made secure by reserves maintained on the highest standard, with ad- 
57 62.83 6.81 57.76 2.43 2.79 3.14 3.50 3.87 4.24 4.61 4.99 5.38 ditional contingent sessruse providing popes ection against all emergencies. Infermation and 
58 65.51 7.23 60.21 2.64 3.00 36 3.72 4.09 4.46 4.84 6.22 5.60 Advice on any matter relating to ‘ce Ineurance ie Available at any time threugh the 
59 68.40 7.70 62.84 2.86 3.22 3.59 3.95 4.32 4.70 5.07 5.45 65.84 Agencies or Home Office ef this Company. 
60 71.52 8.18 65.68 3.08 3.44 3.81 4.18 4.56 4.93 5.31 5.69 6.07 
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MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 


FIRST, that in case of death from any cause, $5,600, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 
would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 
Home Office, United Life Building Concord, New Hampshire 











VALUABLE LEADS 


The Guardian Agent never needs to worry 
about finding prospects. 





Through its Prospect Bureau the Company obtains 
inquiries from interested prospects. These valuable leads 
help the Agent do a bigger and better business. 


For full information regarding the advantages of rep- 
resenting The Guardian, address: 


T.LOUIS HANSEN, Vice-President, or GEO. L. HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 


OF AMERICA 
Established 1860 under the Laws of the State of New York 


Home Office: 50 Union Square, New York 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT “ec MONTHLY INCOME INSURANCE. 


LATEST POLICIES AND AGENCY CONTRACT Bai a7 \ne- 
Openings OHIO, IND., KY., MICH. and W. VA. Write Columbus 








‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 








Indianapolis Life Insurance Company 
coon 
Indiana, Illinois, Michigan, Texas and Florida 
FRANK P. MANLY, President 
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20-YEAR ENDOWMENT 


Ordinary 


Annual 
Premium 


Annual 
Premium 











On Basis of $1,000 

















Age Adopted Issue Adopted Surplus distribution 
at July, of Feb., in 1922 on policies issued in the last eight months of 
Issue 1919 1919 1909 1917 1916 1915 1914 1913 1912 1910 1908 
15 $43.82 $1.67 $41.28 $0.51 $0.89 $1.28 $1.68 $2.08 $2. $2.84 $3.3 
16 43.88 1.7 41.32 51 89 1.28 1.68 : 2. a 
17 13.94 1.79 $1.36 d 90 1,29 1.69 3. 
18 44.00 1.84 41.42 91 1.30 1.70 3. 
19 44.07 1.91 $1.46 92 1.31 1.71 3. 
20 44.14 1,98 41.52 55 93 1.32 1.72 3.58 
21 44.21 2.04 $1.57 56 94 1.33 1.73 3.62 
22 44.30 aod $1.64 57 95 1.34 1.74 3.69 
23 44.38 2.21 $1.71 58 96 1.35 1.75 3.76 
24 44.48 2.30 11.77 59 97 1.36 1.76 3.81 
25 44.56 2.38 41.86 60 98 1.37 1.78 3.91 
26 44.67 2.49 41.93 62 1.00 1.39 1.81 3.97 
27 14.79 2.60 12.02 65 1.03 1.42 1.84 4.0! 
28 44.90 2.69 $2.12 .68 1,06 1.45 1.87 4.13 
29 45.03 2.78 $2.22 72 110 1.49 1.90 4.19 
30 45.18 2.88 76 1.14 1.53 1.94 32. 3.76 4.27 
31 45.34 2.96 80 1.18 1.58 1.98 2. 3.80 4.3 
32 45.51 3.06 88 1.25 1.65 2.06 2. 3.87 4.38 
33 45.68 3.16 94 1.32 1.71 2iAZd 2. 3.93 4.44 
34 45.90 4 98 1.36 1.75 2.16 2 3.98 4.48 
35 46.12 3.32 1.03 1.41 1,80 2.64 4.03 4.53 
36 46.37 3.42 1.05 1.45 1.85 2.68 4.07 4.57 
37 46.64 3.52 1.14 1.52 2.91 2.75 4.13 4.63 
38 46.94 3.60 1.18 1.56 1.95 2.79 4.18 4.68 
39 47.27 3.69 1.23 1.61 2.00 2.83 4.22 4.72 
40 47.65 .79 $4.42 1.27 1.65 2.05 2.45 2.88 $3.32 3.78 4.26 4.76 
41 48.06 3.87 $4.76 130 1.68 2.07 2.48 32.91 3.35 3.81 4.29 4.78 
42 48.52 3.98 45.16 1.3 172 2.12 2.53 2.95 3.40 385 4.33 4.83 
43 49.02 4.09 45.60 1.39 1.77 2.17 2.58 3.00 3.44 90 4.38 4.87 
44 49.60 4.22 46.10 1.44 1.82 2.22 2.63 3.05 3.49 3.95 4.44 4.92 
45 4.34 46.65 1.49 1.87 2.27 2.68 3.58 3.99 4.47 4.96 
46 4.46 47.27 1.54 1.92 2.32 2.73 3.59 4.04 4.51 5.00 
47 4.61 47.96 1.59 1.97 2.37 2.78 3.64 4.09 4.56 5.05 
48 4.76 48.72 1.63 2.01 2.41 2.82 3.68 4.13 4.60 5.08 
49 4.91 49.58 1.68 2.07 2.46 2.87 3.73 4.18 4.64 5.13 
50 54.61 0s 0.53 1.74 2. 2. 2. 3.78 4. 4.69 65.17 
51 55.79 5.26 51.59 1.80 2 2. 3. 3.84 4. 4.75 5.23 
52 57.08 5.45 52.74 1.85 2. 2. 3. 3.89 4.3 4.79 5.26 
53 58.52 ».65 54.04 192 2 3 3. 3.95 4.4 4.85 5.32 
54 60.10 ».88 55.45 1.98 32.37 32. 3. 4.01 4, 4.50 °5.37 
55 61.84 6.12 57.03 2. 2.45 2.84 4.52 4.95 65.44 
63.76 6.38 58.76 2. 2.52 2.92 4.59 5.04 5.50 
57 65.87 6.66 60.66 7 2.60 3.00 4.66 5.10 4.56 
58 68.17 6.94 62.74 2. 2.67 3.07 4.72 5.16 5.61 
59 70.71 7.26 65.05 2. 2.76 3.16 4.81 5.24 5.68 
60 73.50 7.62 67.57 3. 2.86 3.26 4.89 5.31 5.75 





HAS NEW DISABILITY CLAUSE 


Phoenix Mutual Changes Provision of | 


Policies to Include Disability Which 
Has Continued One Month 


Announcement was made at a meet- 
ing of the Phoenix Mutual managers, 
held at the home office last week, that 
a new disability provision is to be added 
to the life policies. Under the new pro- 
vision the total permanent disability 
clause is changed to include disability 
which has continued for one month. 
The company has found that the ex- 
perience under the clause as previously 
written and also from experience of 
other companies that over 50 percent 
of disability claims are due to tuber- 
culosis, in which case proof of perma- 


nent disability is practically unobtain- | 


able during the early stages. In the 
past, the policyholders have been re- 
quired to wait six months before the 
permanent disability clause was effec- 
tive. The new issue provides payment 
after 30 days. 
where the insured is unable to perform 
his own occupation, rather than being 
confined to the clause which limits him 
to being unable to perform any kind 
of gainful occupation. 


Midland Life of Kansas City 


The Midland Life of Kansas City is re- 
vising its term rates and in its new rate 


rates for term insurance, The minimum 
policy is $2,000 and the maximum $25,000, 
The company has gotten out “immediate 
benefit” and “monthly income” policies. 
These will be ready shortly after the first 
of the month. 


Phoenix Mutual Life 


Until the present time the Phoenix 
Mutual has limited double indemnity 


benefits on all term policies to $10,000. 
Its five year term policy is non-renew- 
able and from now on the Phoenix Mut- 
ual will issue the full limit of double 
indemnity protection or $25,000 in con- 
nection with five year term contracts. 
It does not exceed the limit of $10,000 


. three 
It will also cover cases | 





double indemnity on its renewable term 
contracts. 


State Mutual 


The State Mutual beginning April 1 
will issue to single women who are wage 
earners policies containing the regular 
disability benefit provision which has up 
to this time been issued only on male 
lives. 


Farmers & Bankers Life 
The Farmers & Bankers Life of Wich 

ita, Kan., has increased its limit of re- 
tention on one life from $7,500 to $10,000 
The executive committee of the company 
met last week and took this action, 
changing the limit upon male risks. The 
limit of retention on female risks ré 
mains at $5,000, as in the past. 


Shenanadoah Leaders Honored 


At the annual meeting of the Shen- 
andoah Life of Roanoke, Va., the lead- 
ing producers of the company were 
present and banqueted with the stock- 
holders. Honors were given to the 
leaders of February production 
and special mention given to all those 


| qualifying in the special February con- 





test for production. Gaylord Davidson, 
general agent at large, was made 
“knight of the yellow rose” for the 
largest volume of business during the 
month; W. M. Chase, state manager for 
New Jersey, was made “knight of th« 
red rose” for the largest amount of pre- 


; ; {| miums, and E, T. Campbell of Virginia 
book it will publish the new schedule of | 


was made “knight of the pink rose” for 
the largest number of applications. 
These honors were given for personal 
business only. 

The agents whose names were in- 
scribed upon the silver vase presented 
to Governor Trinkle of Virginia, vice- 
president of the company, at the close 
of February, which was “Trinkle 
Month,” were Gaylord Davidson, W: M. 
Chase, Darst & Morgan, E. T. Camp- 
bell, McConnell & Davis, Foresman & 
Farley, R. J. Blankenship, T. H. Lam- 
bert, S. M. Cornett, Clay Starkey, A. M. 
Kerfoot, F. D. Kitts, Alger Haun and 
C. W. Estes. 
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SELECTION OF RISKS FOR 
DOUBLE INDEMNITY AND DISABILITY 


| 7 


BY I. P. MANTZ 


Actuary Western Life of Des Moines 


cidental or double indemnity benefit 
in life insurance and benefits granted 
in the event of total permanent disabil- 
ity we are at the outset confronted with 
the very distinctive conditions that de- 
termine incidence of the hazard in each 


|: considering risks for the extra ac- 


case. 

The hazard of accidental death, or 
mortality from accidental cause as gen- 
erally defined in our double indemnity 
benefit, .is incident to agencies entirely 
external to human economy and beyond 
control of human volition. For this 
reason, environment and not the phy- 
sical condition or pathological status of 
the applicant, is the principal factor 
that determines the probability of acci- 


dental death. The occupation of the 
applicant, therefore, modified in some 
degree by his age, is about the only 


factor that need be weighed in rating 

the hazard contributed by an applicant 
for the benefit of double indemnity if 
the applicant is otherwise an insurable 
risk, 


Importance of Personal Temperament 


We may assume a priori, that by 
virtue of the instinctive law of 
preservation there is a definite level of 
incidence of violent death determined 
by the maximum chance average hu- 
man beings will take in exposing them- 
selves to accidental hazards. Any va- 
riation from this level may be attributed 
to environment or circumstances which 


seli- 


either shield the individual from the 
normal risks he would take; diminish 
power of defense against normal risks, 
or induce him to take risks bordering 


nearer the maximum than the normal 
risks he would take under ordinary cir- 
cumstances. 

Personal temperament undoubtedly is 
a determining factor in the risks to 
which individuals, within limits, will ex- 
pose themselves to _ extraordinary 
hazards. This may partly account for 
the fact that in England the death rate 
from accidental causes is about 45 per- 
cent of the accidental death rate in the 
registration area of the United States. 
Greater advances in the employment 
and installation of industrial and public 
safety devices may be largely respon- 
sible for this favorable condition with 
respect to fatal accidents in England 
as compared to the United States, but 
these advances in themselves are only a 
reflection of the more precautious and 
phlegmatic temperament of the English 
as compared to Americans. 

Effect 

The effect of environment tending to 
shield the individual from the normal 
incidence to risks of accidental death 
is well illustrated by accidental 
death rate among female lives. Women, 
not being exposed to the occupational 
hazards, nor the hazards of 
activities show an accidental death rate, 
for all ages, of about one-third that of 
the male population. 

According to the experience of the 
Metropolitan Life among the industrial 
rate of 


of Environment 


the 


workers, the accidental death 
white males, for all ages, is 115.9 per 
hundred thousand, or 1.16 per thou- 


sand of exposures; and the accidental 
death rate of white females for all ages 





out-door ! 


is 36.4 per hundred thousand or .36 per | 


thousand. 
Occupational Hazard 


fae . . | 
As the class of risks ordinarily ac- | 


cepted by life companies are confined 
to those engaged in occupations not 
involving extraordinary hazards, I 
hardly think that we need to concern 
ourselves with the occupation of the 
applicant in considering him as a risk 
for the additional accidental benefit if 
he is acceptable as a standard risk for 
life insurance. Deaths due to occupa- 
tional stress seem to average about 30 


percent of the total accidental rate of 
those exposed to general as well as 
occupational fatalities. While I have 
no definite statistics available as to the 
occupational fatalities as compared to 
the total, I would conclude that the 
rate is about one fatal accident due to 
the occupation to hve that have no con- 
nection with the occupation of the vic- 
tim; as for example, automobile acci- 
dents, of which we have a long list of 
fatalities every day, with ten persons 
killed who walk the streets to every one 
who is a professional driver of an auto- 
mobile. 


Age Is Important 


Age is an importat determining factor 
in the accidental death rate during the 
two extremes of life, viz., early infancy 
and old age. There seem to be three 
periods in life that affect the course of 
the curve of accidental mortality. At 
ages from 1 to 4 the curve among white 
females starts at a point indicating a 








death rate of about 100 per hundred 
thousand or one per thousand with a 
sharp decline to ages 10-14, in which 


group the accidental death rate reaches 
its lowest point of .5 per 1,000. From 
this point there is a gradual increase to 
the ages of 20 to 24, when the rate is 


again 1 per 1,000, or the same as the age 
group of 1 to 4 The death rate in- 
creases 100 percent between the age 
group 20-24 and the age group 45-54, 


being 2 per 1,000 in the latter group and 
mcreasing another 100 percent in the 
next period of 20 years. The accidental 


mortality curve of female lives follows 
about the same course for ages 1 to 14 
and after age 50. But it is practically 


stationary for ages 15-44; probably due, 
as already to the sheltered 
lite of women throughout this period 


1 
suggested, 


Accident Mortality in Early Ages 
accidental 


rhe marked 
mortality in early infancy, i. e., the 
crease trom birth to age 10, we may at- 
tribute to an, as yet, undeveloped armor 
either from deficiency in 
knowledge or experience or both, and 
the increase as old age approaches is no 
doubt due to deterioration in the powers 
and ability of against the nor 
mal hazard of accidents to which we are 
all exposed, 

[ understand that 


decrease in 


de- 


of defense 


defense 


some companies 


AMERICAN 


will not grant double indemnity at 
ages under 16 on the assumption that 
the hazard is greater than the premium 
usually charged on adult lives. But 
it statistics our measure of cost, 
then we could safely assume the acci- 
dental risks on lives from ages 1 to 
10 at the same premium charged as 
irom 21 to 45 and for ages 10 to 24, the 
business should be the most profitable 


are 


where a level rate is charged for all 
ages at which a company will carry 
double indemnity. 


Accident Death Rate 


Chere seems to be some fear prevalent 
that the accidental death rate in this 
country is increasing to an alarming 
extent, with predictions that it will con- 
tinue to increase. If statistics are any 
criterion, both conclusions are 
groundless. 

When 1 was first called upon, about 
12 years ago, to investigate the possible 
rate of death from accidental causes as 
a basis for the rate to be charged for in- 
cluding the double indemnity benefit, as 


these 


now generally written in a life insur- 
ance policy, I found by reference to the 
U. S. Census Report of Vital Statis- 
tics tor 1900, the only and latest source 
for determining the accidental death 
rate available, that in the registration 


area tor all ages and occupations, the 
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“Miracle of Life Insurance” 


[N a recent laudatory article written by the editor of a 

magazine for salesmen, “How to Sell—and What,” 
The Columbus Mutual Life Insurance company of Colum- 
bus, Ohio, was declared to be the “Miracle of Life Insurance” 
because of its success in reducing cost of insurance and 
building up its surplus. Other companies in time, the 
editor predicted, will be obliged to adopt the methods 
inaugurated by President C.W. Brandon. “The accom- 
plishments of Mr. Brandon are the marvel of insurance 
men,” he wrote. “They never thought it could be done. 
Now they are laying their tributes at Mr. Brandon’s feet.” 


So great has been the demand for this magazine article 
that it has been republished in pamphlet form. A copy 
will be sent free to any one writing his name and address 
in the margin of this notice and forwarding to the Home 


Office. 


The Columbus Mutual continues to astonish. In 1921, 
it issued practically the same volume of new business as 
in 1920, the “wonder year.” It showed a gain of 25% in 
total volume, a gain of 33% in assets and a gain of 45% 
in surplus. Policy dividends were 50% greater than total 
death losses. The annual report is now ready for distri- 
bution. Get a copy. 

















HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 








Guscess 1s 4 OUR We have a contract for you under which your 
One ERVICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 

DETROIT 


FEDERAL CASUALTY COMPANY, miciicin 


| Cash Capital, $200,000.00 V. D. CLIFF, President 








The Masonic Mutual Life Association 


This Did pee eee by Chance 
New Insurance Issued in 1921 ............... $ 42,448,000.00 
Gain in Insurance in ao pieenecteneocenien 30,124,750.00 


Insurance in Force Dec. 31, 1921...........+. 101,222.295.00 
Assets ....... ChROSOses CERRREeECESOCSEOSOEESECS 4,613,494.57 
Increase in Assets ........... 1,518,954.00 
Increase in Reserve 1,282,156.00 





Increase in Surplus "225,575.00 
Unexcelled Life Insurance Protection — Lowest Net Cost 


A Safisfied Field Force 








Absolute Security — Perfect Service — Square Dealing 2 





William Montgomery, Pres. Homer Building, Washington, D. C. : 





rate of the mortality from accident was 
1.12 per 1,000. There has been little 
variation in the death rate from the 
same cause in the registration area of 
the country since then as recorded in 
succeeding reports of the Census Bu- 
reau. 

The accidental death rate among in- 
sured industrial workers as published 
bv the Metropolitan Life was .73 per 
1,000 for all persons at all ages for the 
years 1911-1916; 1.16 per 1,000 for white 
tnales at all ages; .36 for white females 
at all ages; 1.21 for colored males at all 
ages; and .39 per 1,000 for colored 
females at all ages. 


Premium Waiver Benefit 


In a discussion of the elements that 
should be taken into consideration to 
determine the insurability of an applic- 
ant who is to receive the benefits of 
premium waiver, or premium waiver 
with monthly income, in the event of 
total and permanent disability, I do not 
feel on so safe ground as the other 
subject of double indemnity hazard and 
the factors contributing thereto. 

The incidence to total permanent dis- 
ability arising, most generally, from 
pathologic processes within the human 
bedy and which may or may not al- 
ready be incipient in any individual ap- 
plicant under consideration, or which 
he may or may not have a tendency to, 
the factors to be weighed in rating a 
case for this benefit presupposes more 
medical knowledge than I have the con- 
ceit to attempt to air before a gather- 
ing composed so largely of eminent 
members of the profession. 

And having given this subject less 
consideration and study in the past than 
that of accidental deaths, I will prob- 
ably not be able to throw so much light 
upon it as the other. 


Studying the Causes 


In judging of risks for disability, ex- 
perience and statistics lead us to con- 
clusions that ought to be safe guides 
to the medical director along lines with 
which he is perfectly familiar, viz., that 
the principal causes of permanent dis- 
ability are also the principal causes of 
death. The only marked exception is 
insanity, including paresis, as a cause 
of disability which is approximately in 
the ratio of 3 to 1 as a cause of dis- 
ability as compared to death. This may 
be partly accounted for from the fact 
that the immediate cause of death of 
many insane may not be the same as the 
original cause of disability. 

The rate of mortality from tubercul- 
osis is about 22 percent of all of the 
causes of death, but the rate of dis- 
ability from tuberculosis has in different 
tabulations of results shown an incid- 
ence of from 30 to 45 percent of all 
causes of disability. 

From statistics available, so far as to 
causes for which disability claims have 
been allowed, it appears that 65 percent 
of the claims are due to two general 
causes: tuberculosis and insanity, in- 
cluding paresis. The other 35 percent 
of causes of disability are distributed 
among all of the other specific and gen- 
eral causes of death, of which accidents 
are about 5 percent and general par- 
alysis 5 percent. 

‘Considering an applicant, then, as an 
insurable life risk with especial em- 
phasis upon physical condition or his- 





to female risks between the ages of 15 and 60. 


ST. LOUIS, MISSOURI 
EDMUND P. MELSON, President 





Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 


The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


J. DE WITT MILLS, Secretary 














“THE COMPANY OF CO-OPERATION" 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES .8-T Bide.) IOWA 


TERRITORY 
IOWA SOUTH DAKOTA 











Provident Life 
Insurance Company 
Bismarck, North Dakota 
Insurance in Force, $13,500,000 
H. H, ores, F.L. Ss, 


Cc. L. YOUNG, H. B. BEACH, 
Vice-President Ast. Sec. and Actuary 
5.4. ee 








W. H. BODENSTAB, 
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BERKSHIRE LIFE INS. Co. 
of Pittsfield, Mass. 
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AGENCY CO-OPERATION 


through direct mail advertising is just 
one of the features which give Fidelity 
field men a distinct advantage. Last year 
we distributed 41,341 direct leads—all in- 
terested prospects who requested infor- 
mation. This service, and its original 
policy contracts, enabled Fidelity to show 
an increase of 28.35 per cent in paid busi- 
ness last year. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $203,000,000. Faithfully serving 
insurers since 1878. 

A few openings for the right men. 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, 
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tory that might indicate a predisposi- 
tion to either tuberculosis or insanity 
in its various forms, the medical director 
cannot go far astray in rating the same 
risk for the disability benefit. 

Question of Moral Hazard 


There is just one phase of the dis- 
ability benefit that is beginning to re- 
ceive our attention that does not arise in 
connection with the same class of risks 
when considered for life insurance and 
that is the question of moral hazard. Of 
course, in considering a risk for life in- 
surance we are interested in knowing 
whether the applicant is applying for 
more insurance, in connection with that 
which he already carries, than his cir- 
cumstances of financial condition would 
warrant and premiums on which can be 
met out of his normal income. But 
where we are undertaking to pay to the 
insured a fixed income in the event of 
total disability and where the question 
as to what constitutes total and per- 
manent disability is necessarily some- 
what open to dispute, it seems to me 
that special care should be exercised in 
limiting the amount of such insurance 
that we will grant on any one life, in 
connection with other insurance of a 
similar kind already carried, to a maxi- 
mum which will be less than the actual 
or probable normal earnings of the in- 
sured as a healthy risk. This, in order 
to avoid making it a financial induce- 
ment for the insured to become totally 
and permanently disabled or to simulate 
such disability. 

Inter-Company Reports Needed 


While nothing has been done in that 
direction yet, I predict that if we are 
going to continue the disability benefit 
in its present form of paying an in- 
come in addition to granting the pre- 
mium waiver, we will soon have to 
undertake a system of inter-company 
reports as to the total amount of such 
income insurance already in force on 
the life under consideration other than 
that now being applied for and com- 
paring same with the statements made 
by the applicant on this subject. I be- 
lieve applicants for insurance should be 
required to state explicitly in their ap- 
plication the amount of insurance car- 
ried in other companies calling for dis- 
ability income and the amounts of such 
incomes provided for under such pol- 
icies carried. This much will be a 
measure of protection until our experi- 
ence has determined whether the sys- 
tem of interchange of information, as 
suggested, is essential to protect us 
against the moral hazard incident to this 
form of insurance. 


SEES INCREASE IN PREMIUMS 





Noncancellable Business Has Now Got- 
ten to Steady Proportions—Gains 
Are Reported 





The Pacific Mutual Life shows a gain 
in its accident premium the first two 
months of the year. The figures for 
January and February were $686,000. 
This compares with $659,000 the first 
two months of 1921 and $564,000 the 
first two months of 1920. The Pacific 
Mutual reports that its noncancellable 
business shows a normal increase this 
year. Following the change in rates 
last year there was a noticeable let-up 
in production. Now, however, the pro- 
ducers have located new prospects and 
considerable business is being written, 
especially for men at the younger ages. 
Almost all take the three months elim- 
ination plan. The noncancellable policy 
is appealing especially to men of com- 
fortable incomes who want to protect 
themselves against major catastrophes. 


Life Notes 


T. H. McWilliams, field supervisor of 
the Omaha general agency of the Mu- 
tual Life, is in Louisiana looking after 
personal interests, which it is under- 
stood threaten striking oil. 

Miss Hazeltine Childrey 
daughter of W. Gray Wattson, district 
manager at Richmond for the Sun Life 
of Canada, will be married early in June 
to Shirley Brockett Potter of New York. 


Wattson, 








The Close of the Day’s Work 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


WHEN you begin to figure up your earn- 

ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 
such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


We would like to hear from several 
good men for important field positions 


Insurance Compan 


Inter-Southern Life 
LOUISVILLE, K TUC 


JAMES R. DUFFIN, President 








A MILLION A MONTH IN MICHIGAN 


That is the record established by agents of the Detroit Life. That is our record of business written in Michigan 
each month during 1921. We are very proud of this showing. It is evidence of progressive co-operstive effort. 


The Detroit Life has agencies and offices in most towns and cities in Michigan. Yet there are a few openings for 
high-class representatives in some Michigan communities. Any life insurance man or woman anxious to make a new 


afhliation will do well to communicate with us. 


HOME OFFICE 
Corner Woodward and Forest Avenues 


DETROIT, MICH. 
M. E. O'BRIEN, President 


DOWN-TOWN OFFICE 
No. 1005 Majestic Building 
DETROIT, MICH. 
JAMES D. BATY, Secretary and Treasurer 











The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. ‘| he companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CoO. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 
MUNCIE, INDIANA 




















SECURITY LIFE INSURANCE CO. OF AMERICA 


ROOKERY, CHICAGO 


O. W. JOHNSON, President 


INSURANCE IN FORCE $37,000,000 
Assets ; , ‘ , , 4,074,586 
Payments to Policyholders since Organization 3,453,460 


Openings for General Agents and Managers in Fifteen States 


Address S. W. GOSS, Vice-President and Manager of Agencies 














George Washington Life Insurance Company 
A Definite Territory 
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(3| A Liberal Contract 
13\ Iz Low Premium Policy Contracts 
\ / Opportunities open in West Virginia, Ohio, Kentucky, Tennessee, Virginia, North 


2 hf Carolina, South Carolina and Georgia. Address: 


ERNEST C. MILAIR, Vice President and Secretary 
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Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 
now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 


Address: ALBERT E. AWDE, Supt. of 
Agencies 








A Penn Mutual Premium, less a Penn Mu~ 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net low cost and care of interest of all 
é members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 











ACTUARIES 


jo F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 3473 








RANK J. HAIGHT 

CONSULTING 
ACTUARY 

610-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Hubbell Building, DES MOINES, [OWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e pat a ey AT LAW 
CONSULTING ACTUARY 
Premiums, R 3, Surrender Values, 
etc., Caleajated. Valuations and Exam- 
ations 5 ade. 


Policies and all Life In- 
po —— bas > e Law 
P Colcord Bidg. OKLAHOMA CITY 








J H. NITCHIE 

» ACTUARY 
523 Association Bldg. 19S. LaSalle St. 
elephone State 4902 ‘ CHICAGO 











CHARLES SEITZ 
® CONSULTING ACTUARY 
Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 











Consuttine Actuary 
402-404 Kraft Building 


Pon Sones S. WITHINGTON 
DES MOINES, OWA 


Tel. Walnut 3761 








Actuaries & Examiners 
600 Gates Building 


jun E. HIGDON 
Kansas City, Mo. 


OHN C. HIGDON 














THE NATIONAL 


| RULES AGAINST WAR CLAUSE 


| Nebraska Supreme Court Orders Pay- 
ment of Claim After Jury Decides 
for Company 


The Nebraska supreme court issued a 
mandate on March 17 ordering the 
North American Life Insurance Com- 
pany to pay the legal heirs of W. C. 
Arendt the full face value of a policy 
issued to him in 1916. It contained the 
usual provision declaring that the com- 
pany would not be liable if death oc- 
curred while the policyholder was in the 
military or naval service in time of war. 
Notwithstanding this Arendt entered the 
army two years later, and died in the in- 
fluenza epidemic at New York while 
waiting for a ship to take him to France 
with his company. 

The company was held responsible on 
the theory that Arendt’s death was not 
incident to or caused by military serv- 
ice. The court said that the words, 
“except military or naval service in time 
of war,” exempted the company from 
liability only if death occurred while in 


J. OLIVE, of Holland, Mich., 
has represented the Franklin 
® of Springfield, Ill., continuously 
for 19 years. In many ways Mr. Olive 
has a unique record. He operates in 
a very limited field. His work is con- 
fined largely to Holland and adjacent 
territory. Last year he won the first 
prize in the agency renewal contest, 
having lost only a $1,000 policy out of an 
annual production of $413,000. On every 
other policy which renewed the premium 
wes paid in full in cash. One of the 
remarkable features of Mr. Olive’s busi- 
ness last year is that 73 percent of the 
new business he wrote was sold to per- 
sons who were already insured in the 
company having obtained their earlier 
policies from Mr. Olive. The Franklin 
Life in speaking of him says: , 
Mr. Olive’s record for the last three 
years shows a production of new busi- 
ness well over $1,000,000, and 65 percent 
of all of this business consists of addi- 
tional insurance on men who had pre- 
viously bought policies in this company. 
A large number of Mr. Olive’s clients 
have as many as five Franklin policies 
in force. 


Outline Mr, Olive’s Method 


Notwithstanding his success as a life 
underwriter, Mr. Clive is a modest man 
and not in the least inclined to boast of 
his achievements. 

He has always adopted the same atti- 
tude toward his clients as a physician 
has toward his patients. He considers 
his services in looking after their insur- 
ance needs as of equal importance and 
value with the family doctors in caring 
for their physical well-being. 

Each case is studied carefully, with a 
genuine purpose of suiting the policy to 
the requirements of the applicant. He 
knows that if a policy is sold right it 
means that he has gained a friend; the 
policyholder will not only wish to keep 
his insurance in force, but he will be- 
come a prospect for more insurance 
when the need arises. 


Close Touch with Policyholders 


policy 
close 


when Mr. Olive has sold a 
just begun. He keeps in 
touch with the new policyholder, culti- 
vating his friendship and letting him 
know that every possible service will be 
rendered in connection with the insur- 


But 
he has 


ment of premiums than that originally 


requested 


In this way he learns from time to 





| 
| 











ance, such as looking after changes of 
beneficiary, new address of the insure d, | 
or a more satisfactory method of pay- 


UNDERWRITER 


such service It said that the clause 
which provided that if the insured did 
enter the service in time of war he must 


| obtain the company’s consent and pay 


an extra premium not exceeding 3 per- 
cent of the face of the policy was void 
for uncertainty because it did not fix 
the amount of that premium, 

It was further held that as the agent 
of the company, after the insured had 
entered the service, solicited and secured 
a change to a term policy, the company 
was bound by his knowledge after it 
received the premium and changed the 
policv. The court said that as the com- 
pany itself chose the language of the 
policy, any ambiguity in it would be 
construed against the company. 

Under the facts stated, said the court 
further, the company must be deemed in 
law to have waived all right to an in- 
crease in premium, and there will be no 
forfeiture or reduction of the face of the 
policy. The company did not ask for a 
rehearing. but paid when ordered. 

One curious feature of the 
that when it was submitted to a jury the 
jury found for the company, but the 
court set its verdict aside. 


case 18 


A STUDY OF A SUCCESSFUL AGENT | 


policyholders and of their requirements 
for additional insurance. He is partic- 
ularly on the job about 30 days before 


as he 
this is 


the renewal premium becomes due, 
is convinced that in most 
the logical time to suggest the 
of more protection. 


cases 


purchase 


Repetition of Selling Points 


His object in calling at this time is to 


have the opportunity of going over once 
more with his client the selling points 
which he used in the original sale. Mr. 
Olive states that in a great number of 


cases the repetition of these same selling 
points at the time of renewal brings out 


the fact that the policyholder is really 
desirous of obtaining more insurance and 
has merely been waiting for the agent 
to call. 

This practice, Mr. Olive finds, is valu- 


able in still another way. By going over 
these selling points, if it appears that the 
policyholder is not in the market just at 
that time for additional insurance, the 
emphasizing of the particular features of 
the policy which were responsible for 
closing the original sale, is very effective 
in inducing the insured to pay his re- 
newal premium and thus keep his insur- 
ance in force. 

The wisdom of a careful and thorough 


canvass about one month before the re- 
newal premium date is very evident. 
Work of this kind carried on thought- 


fully and systematically is successful in 
forestalling many a lapse. 


Large Number of Rejected Cases 


Mr. Olive that in 
stances he points out to his clients the 
vast number of applicants who are re- 
jected by insurance companies in this 
country. Last year the total number of 
such rejections was estimated at 500,000. 
He finds that this statement always has 


says numerous in- 


the effect of making a man think twice 
before permitting his insurance to lapse, 
because the average person unfamiliar 
with the details of the insurance busi- 
ness has no conception of the large num- 
ber of uninsurable lives. 

The experience of Mr. Olive demon- 
strates the fact that an agent does not 
need a large territory in order to make 


a success of the life insurance business. 
Indeed he finds it to his advantage to be 
working in a comparatively small com- 
munity, as he is thus enabled more easily 
to keep in touch with all of his 
policyholders and to render for them the 
real service which is directly responsible 
for his ever-increasing business 


close 


B. B. Oberst, special agent of the 
Northwestern Mutual Life at Omaha, is 
out after eleven weeks in the hospital, 
an operation for appendicitis and com- 


time of the changing conditions of his! plications resulting from same, 





10 So. LaSalle St. 








CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. oe 

Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 


Chicago, Illinois 
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Square 
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Agency Contract 


Write for particulars. 
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Home Office, Madison, Wis. 
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SOG WER sc cccecccpewecenqeseseeoes $6,990,547 
Payments to Policyholders and | 
their beneficiaries in Death 
Claims, Endowments, Dividends, 
5 TR. sndescocansentacimiseseanenawe 4,740,340 | 
Amount added to the Insurance | 
ee eee 2,121,307 
Net Interest Income from Invest- 
GE sca csacscabausenmeateeaneunes 1,964,050 
($642,638 in excess of the amount 
required to maintain the re- | 
serve) 
Actual mortality experience 53.44% | 
of the amount expected. } 
| Insurance in Force......cessscesees $223,116,887 | 
Admitted Assets ...cscescsessecees 43,222,328 


HOME LIFE INSURANCE CO. | 
NEW _ YORK 
WM. A. MARSHALL, President 


The 62nd Annual Report shows: 
Premiums received during the 





FOR AGENCY APPLY TO 

W. A. R. BRUEHL & SONS 
General Managers | 
Central and Southern Ohio and Northern | 
Kentucky | 
Rooms 601-606 The Fourth Nat. Bank Bldg. 

CINCINNATI, OHIO 

HOYT W. GALE ; | 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 














FEDERAL UNION LIFE | 
Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 














Rates Reduced 


Premium rates reduced 
September, 1920. 


All leading forms of poli- 
cies written. 


Best of contracts toagents. 


Twogeneral Agencies open 
in Iowa. 
Write for information. 





LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, Iowa 
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| MODERN BUSINESS 


GETTING METHODS 








Complete‘Program for Covering all of 
Prospect’s Insurance Needs Outlined to 
Detroit Salesmen by Marshall Butters 


BY GEORGE BROWN 














ss, pos vou went t i dentist to hav oul 
teeth fixed up and | sed 1 it] 

COVERING HIS NEEDS || ‘<t!,{x¢4 xp and he fussed around with 

ilong now and held out his hand for $10 
1—Clean up 6—Comforts or $18 Think woud ao to him aanin 
2—Education 7—Business Well. that’s the . Greg ig ndiex. 
3—Roof 8—Bequests apes 

4—-Wife’s income 9—Taxes 2 
5—Insured 10—Third party | New Idea Every Day 

| If You're Looking for It 
| 4 d , V« i 4 n . t T \\V cit 1 

UMP SUM life insurance got a| you're looking for it. An accident 11 
L knock-out at one of the recent | ance man know spreads open the sat 

monthly sales congresses of the} ple policy he carri d.shows the ] ro 
Detroit Life Underwriters Association | pect the list of operat | 
when Marshall Butters, of the Mutual | fee ts paid in addition to tl \ ekl in 
Life, demonstrated this program as he | demnit t lool he t 
set it down on the blackboard in | ppen ‘ 

“Science is knowledge of our work,” | P&ct . 
declared Mr. Butters, as he chalked th« _ soe >» we 
“1—-Clean up” on the blackboard. “We |} ‘ m mene ' 
learn by watching the other fellow, by | }O8T° Wi Bay g-43 ss rte 
listening to what he preaches and then + es nd a ao eS 
by working it out. There is no place in] 3) : My pe — wal shov 
the insurance business for the man who ' sh ge ‘ W ; ring 
‘knows it all.’ I am glad to have the “aati 4 : 
opportunity of exchanging ideas. When | - sone % ire to , eng a ° 
you give the other fellow the benefit of | ** “ y needs we n ave Is - 
your knowledge you feel better for it es - on 2 tio1 
" “It’s all right in its way to talk about | C'C@Pee UP ' o1 
average sales if you see men and secur ene! el : 
interviews, but you can do better. I b cem 
lieve in working out constructive ideas Next come ] ners 1 
and I believe in passing my ideas on to | which are so red to hi 1 
you and in your giving me the benetit ot live—mortgas t lors ent 
yours. Jon 1 ’ te t nd 

pay () top t es ¢ } ; 
Lump Sum Insurance he ames: eli. Parag ge te ith 

Isn’t Talked Today | nile tila elisien wae te aaedindl 

“Lump sum life insurance isn’t tall em l 1 it. S 
today. It has go to the cemetery I lor \o t clean 
has-beens with the oil lamp and the | «Raycation” Feature Will 
horse strect car. Some Cay, sot — “eead Hold Prospect’s Interest 
some time, someone ma want to bu 
his insurance by the oil lamp method. | The next number on the 
If it’s impossible to sell him ar tl | 1 tcl . 
way, then sell him. Some life men Ii] et it d n just - vatcl 
to sell that way all the time, but t wont Y« nl hold 1} ‘ 
do. We used to be called ‘Knights of | tl 1 | 
the Rate Book.’ Forget it. | t | H 

“Today we ar¢ studying the other i ma i. . : ‘ . . 
low and his needs. We are not seller ene ch ht t! at ; different It s n¢ 
of policies; we are imsurance engineers, el pb rest ( ( ) \ t 
engineers of family and business pro cess i ) d daught S 
tection The old way was 99 percent can . ' ] 
shoe leather nd 1 percent ] ‘7 th S< ) 
new way reverses the percentag You |! than t 
must prepare and plan your work. Lool ra 
the staff over in your office. You'll find | his 
that the boys who prepare and plat t | f 
the boys who get the business enouvh to insure conti = he 

“It’s like fishing. Or man _ studies | curta lls on 1 
the sky, the color of the t ! | 1 
depth, the lights and shadows, the bait 1 lil 
the other just fishes WI ] ( } S40 000 
catches the most fisl 1 coll d t c £7 000 
Thoroughness Is “gl ponte sacra ling: 

Essential to Success : agg , 

“In this gathering, as in every gather- | he'll mal S40. 006 \ 
ing of life insurance men, 12 pet t ar re his college cour for $130 
writing 60 percent of tl business C1 t} perio pe 4 tt 1 
Why? Because they practice moder When 1} h ' t ro far | 1s 
methods of underwriting How thor- | car f still Lend him aver ¢i 
ough are you? Just so far you will b noli valuable litt fe 4 ’ 
successful Vould you hi bate ‘ : 
hat’s e test If vou wer lool ) will 1 1 
a good man to sell life insurance would rn $1,000 1 r for 40 
you hire yourself? “A not} 

— kn¢ w a doctor who would: %% te ‘ 11 rf f ' ] + 
his own relatives, couldn't 1 ym 1 t t 
himself for the job. It takes two weeks t t 
to go through the Mavo brotl ‘ Ty 
clinic. Thorough? I'll say they’re thor enends « v he f bout it. No 
ough. Suppose you broke your leg 1 | other featur : 2 1 1 j 1 


the doctor who was called jus 





‘ } ’ \ > 1 ‘ 
it up, told you to go on home at vat | @ . , Education 
it would be all right in the morning “Now comes Roof As 
What would you think of him? Sup-| imagine, this means the hor a roof 





> glo soame Ay +5 and ye gine People Interested in What 
| | Life Insurance Does 


He may be buying it on mortgage or on H. HARRIS, of Montreal, su- 
contract. No matter what the condi- pervisor of field service of the 


ns, he should include in his progr * Sun Life of that city, said at 

! ) to cover the particular ex 1 recent meeting of life’ insurance 

e, \ tever it may b With a ‘root | agency ofhcers that frequently too much 

over tl heads’ much of the ble ittention is paid to the mechanics 

of living will be solved of the business, and not enough to the 

Cor next ‘4—Wife’s income.’ Be | substance rhe important thing in his 

| ge or small buyer of insur mind to impress on the public is what 
this 1 most essential part of the pro- | life insurance does for people. 

Save the mother from having to He illustrated this by a story of a 

employment for which she is no | man and his wife desiring to purchase 

tted he household can con-|a piano. They went to a store and 

inning, the family kept together, | were handed over to the salesman, who 

t children go to school. He n say explained in much detail the mechanics 

‘I have income bearing property.’ All| of the piano. It seemed almost a per- 

ght, but let that take care of the lux fect instrument, as he pointed out the 

1 tl nsuran the 1 t factors that con- 


iT ind e msuranc¢ e necessities 


various physical 
tributed to its ethciency. 


Protection for the Bp Pamrge * aay wot 
“Old Man” Himself Oo a second store an ez. : 
0 method the salesman to whom they 





Now we get ‘5—Insured.’ That’s the | were assigned went through the same 

ld man’ himself. I prefer to use the | process, but showed how his instru- 

d ‘insured’ in my own sales pr ent was superior in a mechanical way 
lore ¢ ed. You can bea | to the one they had just observed. 

a as bel PFOvisios : r him Tactics of Successful Salesman 
cause get i= othes or nate | They then went to a third piano 
eature as an emergency fund. | hous The salesman was a man with 

nder the old methods insurance buv- | 2 Well modulated voice and a happy 
lom had their needs analyzed for | Smile. He took them through a room 

hey have a general idea of bb on the upper story which was banked 

le to horrow on the poli 1.4 | With palms and vines, while a number 
ven’ educated to regard it | Of Shaded lamps gave a ruddy glow 
fund When won sho to the room, For some time he did 

¢ he « hawe for himacif if f not talk about the piano that was in 
Bienhkied thot he com mates | the room He told something of his 

f independent of his children and not | OW" fondness for music and enumerated 
» beg from them. that he will hax some of the airs that appealed to him. 

; ad eute tm atten fend He had the two people seated in very 

; tt Sus why “eee . anf | comfortable chairs and the seductive in- 
happier , , ~~ | fluences of the room had their effect. 
“T) York city a friend al They grew rather confidential and re- 
bi te oll tn of vealed to him some of the selections 

ve ce ln. fam that were nearest to their hearts. At 

ick. That sort of | the Proper moment he turned ‘round 

‘ ‘n't pen to a life insurance | °" the piano stool and played two or 

‘ Whet ° i tolen. burned three of the selections that they had 
phere ienie the prote: ~ mentioned He did it in a very im- 
a pressive way Mr. Harris said it was 


needless to add which salesman was 


Features That May Not uccessful in disposing of the piano. 
Touch All Prospects 


\\ no the portions of tl to more and bigger business—his wife's 
I wl are not so essential t brother, his father-in-law, his employes, 
1 erage meat This d | eighbor 
with ‘6—Comforts.”’ You “This sales program isn’t bunk It’s 
’t handle this division unless you cience, knowledge \ fact has to be 
ive posted yourself in the more inti- | established The plan works. One of 
letails of the prospect's affairs our men came in with $5,000. ‘How 
Ik he is helping, his old father | much more has he?’ I asked the sales 
or bot lepende rel $12,000,’ said said. ‘What does he 
iding anniversar present, | want with $5,000 more?’ I inquired 
sents for th childre Why, he just wants more insurance, 
keep of tl uto, wages of | $5,000 more.’ I went through the pro- 
dies all these cor gram of needs with him, He went back 
t 1 } have ) e with hi nd changed the $5,000 to $8,669. The 
ovide them etore ilesman began to get the idea I went 
I cy s ve definit r the program plan with him again 


He went back and when he got through 
gentleman he had written him 
prospects. but you need r $29,669 altogether, each policy with 





plete program and you 1 | definite purpo behind it 
t I \ ¢ igo surgeon You must paint a picture for the po 
( t pertormed n operatior the tential buyer You can’t sell insurance 
l : Cat but he had to know by quoting a rate ona slip of paper and 
it to e a high grade man it hoving it under his door Talk about 
\ g the fea s being l p! Believe me, you have 
‘ re ettlement of tl to be also full of point 
f there be o1 note ind “In working this sales program re- 
ments: retirements of bond ind | member this—all sections of it don’t 
tl ly to all mer You can’t talk No. 2, 
"s 1 etter wav of providing Educati to a man who has no chil- 
1 ot evolent pur ren or who isn’t interested in any chil- 
‘ tl g 8 quests.” J dre! You can’t talk No, 4, Wife’s In 
nd cannot bh onset. diminished or d ! to man who doesn’t want to 
tta t he no d ] | i dollar Fit the program 
( t ! t | fol } t man according to what you have 
t H i definite pury lready learned, planned and prepared 
pol In closing leave this thought with 
ry} : c! interested ! ‘9 you Dicker ivs no man is useless in 
| es.” Tl ection refers particularly | this world who lightens the burdens of 
to inheritance fees thers We cannot do that unless we 
aie other fellow ‘ red ler know what tl burdens are »O prepare 
10—] d part J t ’ ind plan.” 
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New Insurance Paid-for, 1921. . 
Gain in Insurance-in-Force .. . 
Total Insurance-in-Force . 


New England Mutual Life 
Insurance Company 


Boston, Massachusetts 


$ 82,072,020 
48,641,846 
609,415,082 











W. T. GRANT, President 


to take sometime. 





satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 


KANSAS CITY, MISSOURI 


17,651 CLAIMS PAID IN 1921 


Most of the 17,651 claimants to whom we paid indemnity of $1,107,- 
718.38 for loss of time from injuries or illness are still adding regularly to 
their life insurance. These drafts are delivered by our own salesman ready 
to avail himself of a cordial introduction to the claimant’s friends, or to 
provide the claimant himself with the additional life protection he intends 


__ We can use more good men to help deliver the 20,000 claim drafts we 
will issue during 1922. If you want to make MORE MONEY a letter with 








The Globe Mutual Life Insurance Company 


OF CHICAGO, ILLINOIS 
Results for 1920 


Gain in insurance in force over last year (1919) 128 per cent 
Gain in interest income sas 84 " 
Gain in insurance written “ “ “ = = * 
Gain in assets 

Gain in total income... . 
DE di weiesendwadawens (onseeendeoe. Oe 


The above figures are the results of the highest grade of 
service to policyholders and representatives 


THE LATEST IS CLAIMS PAID BY TELEGRAPH 


It Is the Last Word in 
SERVICE 
T. F. BARRY, President, Gen’1 Manager and Founder 








We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE - 


Beaumont, Texas 





To the Man Who Is Willing—and WILL 


President 








Rates per $1000.00, age thirty, includes Double Indemnity for accidental death from any cause 


and a premium waiver with $10.00 monthly income disability. 


Ordinary Life........ ....$21.02 Endowment Age 50....... $44.82 
20 Payment Life......... 31.12 Endowment Age 55....... 33.15 
20 Year Endowment...... 44.82 Endowment Age 60....... 29.52 
Coupon Bond............ 35.71 Endowment Age 65....... 25.78 


Endowment Age 85....... 22.37 Endowment Age 70....... 20.42 
District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 











DALLAS, TEXAS 


HARRY L. SEAY, President 





The Progressive Company of the South 











| 
| REVIEWS ITS SALES SERVICE PLAN 








ts sales service conducted from the | 

home office last year, finds that 
first year commissions of $115,860 were 
paid from leads in 1921 and that $7,723,- 
855 of business can be attributed to the 
sales service last year. Insurance men 
will be interested in a resume by the 
Phoenix Mutual in this connection. It 
says: 

First year commissions of $115,860 
came from leads in 1921 and $7,723,855 
from sales service last year. It is inter- 
esting to compare these figures with the 
figures that made up the report for 1913, 
which was the first year of the revised 
plan of service distribution. The figures 
are placed side by side so that the com- 
parison may be seen more readily. 


Tis: Phoenix Mutual in reviewing 


1913 1921 
Letters mailed ..... 156,241 125,474 
Inquiries (service 
SS eer re 23,905 21,567 
Sales from leads....$1,915,000 $7,723,000 
Number closed ..... 806 1,697 


To put it another way, in 1921—$5,808,- 
071 more business was paid for from 
service leads than in 1913, and this in 
spite of the fact that in 1913—30,767 
more names were circularized. Approx- 
imately $87,120 increase in commissions 
in 1921 notwithstanding a reduction in 
the total number of leads furnished. 

7 . > 

The average value of an inquiry card 
in 1913 was $1.30. 

In 1921, the average commission value 
of an inquiry was $5.37. 

Thus one inquiry today is worth more 
than four were in 1913! 

Here are some outstanding items: 

Sixteen and eight-tenths percent of 
our total sales in 1921 came from this 
source. 

Thirty-one agents developed more than 
$1,000 in commissions from leads in 1921. 

Twenty-nine can trace from $500 to 
$1,000 within the year, 

Forty-four obtained at least 40 percent 
of their entire business from leads. 

This is a wonderful record of improve- 
ment in sales work and sales co-opera- 
tion. There are a number of leading 
causes for this striking comparison: 

1. Names are selected much more 
carefully today than in 1913. 

2. The figures show a marked reduc- 
tion in the percentage of unclaimed 
letters. 

3. The follow-up work is much more 
prompt and effective. (In 1913 “first in- 
terview” reports were received from 70.9 
percent of the inquiries. Last year the 
record stood at 96 percent.) 

4. Better sales work is indicated in 
the 1921 record because the average sale 
from leads was a policy for $4,550, 
whereas in 1913 the average sale was 
but $2,376, 

. . . 

In addition to this service 1,269 service 
ecards giving full description of policies 
of those who moved into another terri- 
tory were forwarded to the agency of the 
new address for distribution among our 
salesmen. There is no gainsaying the 
fact that Phoenix Mutual policyholders 
are receiving much better service under 
this plan, and there have been some 
striking examples where sizable policies 
for additional insurance have been sold, 

Approximately 5,000 clippings of pro- 
motions, business changes, ete., from 
college alumni weeklies and trade jour- 
nals were divided among our agencies 
and agents last year. 

> . . 


Hundreds of cases have come to our 
attention during the year where agents 
have taken the trouble to forward to 
us all sales information available con- 
cerning prospects who have moved out 
of their territory, This is a typical case: 
(fictitious names and addresses are 
used for obvious reasons) 

“IT am returning herewith prospect 
992119—Special Service Lead of D. C. 
Brown, who formerly was located in 
Pittsburgh with the Brown-Decker Mfg. 
Co. Mr. Brown was recently transferred 
to the Cleveland Agency, and is located 
at 6482 Carnegie Ave., Cleveland, Ohio. 
His date of birth is August 1, 1880. Will 
you therefore kindly transfer this lead to 
the Cleveland Agency as I think Mr. 
Brown is a very good prospect. He ad- 
vised me at my first interview with him 
that he was carrying $18,000 insurance 
and takes $1,000 additional each year. I 


hope that one of our Cleveland agents 
may have some luck in selling him some 
Phoenix protection.” 

If the one who is reading this now will 
send an outline of instances like this 
where there is an opportunity for “the 
other fellow” to write new business, he 
may depend on us to see to it that the 
nearest agency gets the information at 
once, This kind of team-work fits right 
in to our general plan of sales co-opera- 
tion, and it is highly gratifying to ob- 
serve its growing effectiveness. 

. * > 


When service leads are desired in ad- 
dition to those available under the 
earned allotment plan, it has been ar- 
ranged so that our representatives may 
invest in these by sending along with 
the extra names a check to cover part of 
the cost. A schedule of rates, which 


are lower for salesmen in their first year, 


is available at the manager's office. The 
fact that this can be made a decidedly 
profitable investment has been strikingly 
shown during the past year. 
A few examples: 

Amount of First 

Amount Year Commis- 

Invested sions Earned 
in Additional from Investment 


Agent Service to Date 
a Secenwuwes $17.95 $516.61 
D cdwmeeeae 16.50 246.92 
© dnseaedene 25.05 333.08 
DP eideenkdus 27.90 257.00 
i sacha sok eae ota 14.50 343.39 
DP ssucecceees 39.00 585.51 


A recent “Dartnell Sales Bulletin” 
closes with this statement: 

“The biggest thing in selling today, 
next to head-work, is making a lot of 
calls and establishing just as many con- 
tact points as you possibly can. The 
salesman who has the most contact 
points during 1922 is almost sure to get 
the most business.” 


Great West Enlarges Building 

The Great West Life of Winnipeg, 
Man., will start work at once on the 
addition of four more stories to its pres- 
ent four-story home office building, at a 
cost of $300,000. The addition is to be 
completed by Oct. 1. A completely 
equipped kitchen and lunch room on the 
eighth floor for the use of the company’s 
staff will be one of the features of the 
new addition, 


The Peoples Trust Company of Mun- 
cie, Ind., is now pushing its insurance 
and savings plan, the insurance policy 
being issued by the Western Reserve 
Life of that city. 








WANTED 


to get in touch with Life Insur- 
ance Agents and General Agents 
tor State of Illinois by growing, 
progressive Company. 

Liberal contracts with attractive 
renewals. 


Insurance in force to December 
31, 1920, $7,147,366.00 


Providers Life Assurance Co. 
Home Offices 
1530 N. Robey Street 
CHICAGO, ILL. 








Impairment Record Cabinets 


We have 40 sections—10 Drs. to section, 
Light Oak finish. We also have complete 
celluloid tip index. Bargain price on all or 
any of it. Shaw-Walker Co. 307 N. 4th 
St., St. Louis, Mo. 
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Central Life Insurance Company 


of Illinois 


OTTAWA, ILLINOIS 





FINANCIAL CONDITION JANUARY 1, 1922 


ASSETS 

Home Office Building .................$ 175,000.00 
Mortgage Loans on Real Estate. ...... 2,975,074.60 
GE ED 65 asa cewscewtnences 30,196.16 
Policy Loans and Liens (secured by re- 

Dac tucudakaGkhnecanas > esen 449 883.84 
Premium Notes (secured by reserves)... 103,258.32 
ccc cntéucuckasnses 14,875.00 


Interest Accrued (not due)and Net De- 
ferred and Uncollected Premiums .. 250,404.75 


Cash in Bank (at interest $110,144.98).. 111,036.77 


$4,109,729.44 
Non-Admitted Assets .............. None 
Torat Apmittep Assets......... .$4,109,729.44 


LIABILITIES 
Death Losses Due and Unpaid......... None 
Death Losses Reported (no proofs filed) None 
Death Losses in Process of Adjustment. None 


Net Reserve on Outstanding Policies. . .$3,310,782.00 


Present Value of Amounts Not Due on 


Supplementary Contracts......... 23,772.44 
Premiums and Interest Paid in Advance 7,751.46 
Dividends Declared but Not Due...... 163,861.33 
Dividends and Coupons Left to Accumu- 

late and Interest thereon.......... 146.966.53 
Current Accounts, Not Due........... 2,881.00 
Federal, State, or other Taxes, Payable 

in 1922 (estimated) .............. 42,500.00 
ES Ee ree 10,000.00 
Surplus for Protection of Policy 

ds oc thn eetedeesssondas 401,214.68 


... » $4,109,729.44 


Tora LiaBiLiTIEs . 





GAINS FOR NINETEEN TWENTY-ONE 


en. cc cvwaenened $39,326,332.00 
NN ere 3,271,308.00 
Se . 4,109,729.44 
NS ee 695,604.59 
RIE 
Gains for 1921................ 578,169.00 
Premium Income... ............... 1,106,758.66 
SS ee eee 23,287.22 
Surplus to Policy Holders.......... . 401,214.68 
Gains for 1921.......... 20,153.24 
Interest and Rents.................. 191,645.19 
ee 44,306.12 


GROWTH OF INSURANCE IN FORCE 


see 3008500 
1910. $5,037,112 
1911... ..... $6,269,130 
1912...... $8,325,251 
1913 .. . $10,173,641 
1914... .. .$12,214,279 
1915.... . $14,190,623 
es «3 ee $16,057,013 
ae $18,372,247 
1918.......... ....$21,448,984 
1919............$28,021,491 
1920.........$36,055,024 


1921... $39,326,332 





Operates in Illinois, lowa, South Dakota, Missouri, 
Minnesota, Nebraska, Michigan, Kansas and Texas 





H. W. JOHNSON W. F. WEESE 
President Vice-President 


CHAS. NADLER S. B. BRADFORD 
Vice-President Secretary 























There are 


OPPORTUNITIES 


with 


The Michigan Mutual Life 
Insurance Company 


J. J. MOONEY, President A. F. MOORE, Secretary 
GEORGE B. McGILL, Supt. of Agencies 


105 West Jefferson Ave., Detroit 


for 


LIVE AGENTS 


in 


Alabama Iowa Mississippi Ohio 

Georgia Kentucky Missouri Pennsylvania 
Illinois Maryland Nebraska Tennessee 
Indiana Michigan North Carolina West Virginia 


with a company of 


AGE SIZE STRENGTH 


Rates that Satisfy 
Acceptable Policies 





